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nen inf he right of the government to levy a 

Fey bx of $108,657.38 against the estate of 

Theelmmne late Henry C. Frick on account of 

| 85’ while insurance policies in the amount of 

The 434,629.52 payable to Mrs. Adelaide H. 

ttt SEE. Frick, his widow, and Miss Helen C. 

ul 9 . 

to the rick, their daughter, was argued last 

graduz eek in the United States Supreme 

vith $0@ourt by James A. Fowler, special as- 

pom. istant to the attorney general, for the 
overnment, and George B. Gordon, 

nethods presenting the Frick estate. A num- 

ould ot er of briefs amicus curiae were pre- 
nted, among them one by William 

with S@Marshall Bullitt on behalf of the Asso- 

ricky jation of Life Insurance Presidents. 

the pal Government Defends Tax 

and s0 : : : 

on cat At the time of the testator’s death 

> the h here were outstanding 11 policies of 

1d how surance upon his life, four of which 

y with ti@iere payable to his widow and seven 

- -_ o his daughter. The full amount of 

oie’ hese policies, minus the $40,000 ex- 

oan mption provided by law, was included 

es te mn the gross estate of the decedent, 

hing rhich exceeded $10,000,000 in amount. 

commitiam he rate of 25 percent became applicable 

nsider tinder the statute, and the additional tax 

sg ssessed upon the estate on account of 

—~ his insurance was the amount in ques- 
ion, 

Mr. Fowler stated that the court be- 
rv Rap w, Which had declared the tax was er- 
J. Hed oneously assessed, based its decision on 
y. Dek he ground that the policies being the 
>t toperty of others than the decedent, it 
coal 8 the taking of property without due 
jon wet CESS OF law; the levying of a direct 
s Moin ax without apportionment as required 
r EB y the constitution. 
shicage. Hold It Tax on Transfer 
ao He pointed out that the government 
ne tt ontended that the property itself is not 
se axed; that the tax is an excis 
ional ‘ le tax is an excise on the 
ised tt c t to transmit property at death; that 
meeti » inclusion ot non-taxable property 
e day nthe measure of the tax, does not make 





art-tin@@he act unconstitutional, if the measure 
tthe excise be reasonable; and that it 
‘ reasonable to measure such tax by 
ncluding the value of any property of 
rhich the decedent has made testamen- 
ary disposition; that the purchase of a 
licy of insurance on one’s life is a 












vities ‘stamentary disposition and therefore 
n in € act is valid. 

a owler indicated that he did not 

eve there was distinction be- 
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BIG LINE IS WRITTEN 


PABSTS TAKE OVER MILLION 


I. H. Offner of the Massachusetts Mu- 
tual Life at Milwaukee Closed Im- 
portant Insurance Deal 


MILWAUKEE, WIS., Apr. 23.—In- 
surance totalling more than 
has been written during the past 12 
months on the lives of Fred Pabst, pres- 
ident of the Pabst Corporation of Mil- 


Pabst. Isaac Hamilton Offner, general 
agent in Wisconsin for Massachusetts 
Mutual Life, handled the underwriting. 
All of the insurance is ordinary life, and 
was taken out by the policyholders with 
a view toward providing a sum from 
which inheritance taxes on the extensive 
holdings of both parties could be paid 
upon their death. Mr. Pabst is now 
insured for nearly $1,200,000 while Mrs. 
Pabst is covered by about $600,000 in 
insurance. Of $1,000,000 carried on the 
life of Mrs. Pabst, $500,000 is for the 
benefit of the Pabst Corporation, an im- 
mense organization which has _ taken 
over most of the holdings of the Pabst 
Brewing Co. organized by Mr. Pabst’s 
father. The remainder of the sum has 
ben taken out on Mr. Pabst's life by 
Mrs. Pabst who is his beneficiary and 
who pays the premiums. 


Mrs. Pabst In Insured 


Mrs. Pabst is protected by $600,000 
taken out on her life by Mr. Pabst who 


is her beneficiary and who pays the 
premiums. The sum is nearly sufficient 
to meet inheritance taxes on Mrs, 


Pabst’s estate, much of which was in- 
herited from her father. founder of the 
Schlitz Brewing Co. of Milwaukee. 


Was Previously Rejected 


Mr. Offner, who came to Milwaukee 
only two years ago from Chicago, wrote 
his first policy on a member of the 
Pabst family on Mrs. Pabst who had 
been previously rejected by Massachu- 
setts Mutual Life for a slight impair- 
ment, a fact discovered by Mr. Offner 
in going over his records, and a circum- 
stance that played an important part 
in the final writing of the Pabst poli- 
cies. Investigation revealed that the | 
impairment could be cleared without dif- | 
ficulty and when this was discovered | 
the first policy for $100,000 was writ- 








a party upon the death of another 








ten, followed subsequently by other pol- | 
icies on the lives of both principals. 


person; or had Mr. Frick transferred 
this $474,629 during his lifetime to a 
trustee, that to hecome the property of 
Mrs. Frick and their daughter upon 
his death, and the taking out of life in- 
surance in the same amount. “Why is 
it not reasonable to include the one as 
the other in the funds of the estate?” he 
inquired. It is substantially equivalent 
to a situation that might have occurred 
had Mr. Frick paid $5,000 a year to a 
savings bank with a written contract 
that the bank, upon his death, would 
pay the principal with its accumulations 
to his wife and daughter, he added. 


Called Beneficiaries’ Property 
Mr. Gordon contended that these pol- 


icies belonged to the persons to whom 
the contractual obligation ran—no one 





$1,000,000 | 


waukee, Wis., and his wife, Ida Uihlein | 


MARQUIS IS PRESIDENT 


HEADS WYOMING COMPANY 


Chief Executive of Northern States Life 
Takes New Position With Yellow- 
stone National Life 


| CASPER, WYO., April 22.—The di 
rectors of the Yellowstone National Life, 
at their organization meeting in Casper, 
elected R. F. Marquis, president of the 
Northern States Life of Minneapolis, as 
president of the company. C, A. Barton, 
who has been in charge of the organiza- 
tion details, was clected vice-president 
and general manager. H. L. Barton was 
elected secretary. 


Marquis Is President 


Mr. Marquis, who becomes president 
of the Yellowstone National Life, has 
had a long life insurance career. He 


became a school principal at the age of 
16 and later took up the study of law, 
but at the age of 25 became an actuary. 
Three years later he was appointed su- 
perintendent of the production depart- 
ment of the Bankers Reserve Life and 
during his connection with that company 
its business grew from $4,000,000 to $25,- 
000,000 and the premium income from 
$110,000 to $900,000 About ten years 
later he joined the Western Union Life 
of Spokane as assistant general mana- 
ger. Three vears later he became a con 
sulting actuary and then shortly after 
that became connected with the North 
ern States Life of Minneapolis, with 
which company he has been to the pres 
ent time. He has served the Northern 
States Life actuary, secretary and 
more recently as president. 

C. A. Barton, reelected vice-president 
and general manager, has had many 
vears of experience in the life insurance 
business, first as a personal producer 
and then as production manager of the 
Provident Life of North Dakota. In 
that position, he placed on the books of 
the new company a total of $16,000,000 
of new business in four years. For a 
part of that time he was president of 
the North Dakota Life Underwriters As 
sociation. H. L. Barton, secretary, has 
been a successful producer in the north- 
west. 

The Yellowstone National Life is a 
legal reserve organization with author- 
ized capital and surplus of $300,000. The 
organization details of the company re- 
quired only a few months to place it in 
operation. 


ot 


as 


was interested in them other than Mrs. 
and Miss Frick—and if there had been 
any tax levied upon the policies under 
the graduated scheme of this act the 
tax would have been at the rate of 3 
percent; not 25 percent as levied. An- 
alyzing the various provisions of the law 
having a direct bearing upon this case, 
he declared that it was clearly the intent 
of Congress to impose any such tax 
upon the person receiving the proceeds 
from the policies; that it was not in- 
tended that the estate should pay. 


Cite Policy Changes 


“Congress meant and imposed a per- 
sonal liability upon the beneficiary un- 
der the policy to bear this tax and they 
gave him no remedy over against any- 

(CONTINUED ON PAGE 15) 









$3.00 Per Year, 15 Cents a Copy 


UGLY, MESS IN PASSING 
OF| UNION NATIONAL 


Likely That General Creditors 
Will Get Nothing Out of 
Liquidation 


PROBE MAY BE FORCED 





Question of Responsibility of Officers 
of the Company Is Now Being 
Brought Forward 





23.—How 
in 


HOUSTON, TEX., April 
a life insurance can show 
its last 
$100,000 
with policy 
be bankrupt within a year and its stock- 
creditors receive 
nothing high- or low- 
finance which is worthwhile investigat- 
supervises it 


company 
statement a capital of 
and a net surplus of $18,000, 
reserves of $32,000 and yet 


annual 


holders and general 


is a study in 


ing. If state supervision 
would seem that here is a test case. 

If officers of such a company, un- 
doubtedly knowing the facts, are per- 
mitted to trade on this financial state- 
ment and give out extravagant contracts, 
not even a part of which can be col- 


lected upon, and get away with it with- 
out personal accounting of some kind, 
it is time thtat legal procedure and court 
practice be revised. 


Union National Case 


While an effort is being made to make 
it appear that the Union National Life 
of Houston has been “consolidated” 
with the First Texas Prudential of Gal- 
veston, that the old officers and busi- 
ness will be continued as usual, etc., the 
facts are that the Union National is a 
rotten failure and that not only will the 
stockholders probably not get anything 
but the general creditors likewise. The 
company in its last annual statement 
showed a paid-up capital of $100,000, 
admitted assets of $200,597 and a total 
surplus of $118,015. The company’s 
statement on Jan. 1, 1924, showed §$2,- 
788,423 insurance in force on which net 
reserves had been set aside of $32,004. 

Classification of Assets 


The Texas insurance report of Jan. 1, 
1924, showed that its assets consisted 
of $7,880 interest and rent due and ac- 


crued; deferred and uncollected pre- 
miums, $1,493; mortgage loans, $162,- 
754; policy loans and premium notes, 


$524: cash in office, bank and trust com- 
panies, $14,372 and all other assets, $33,- 
968; the total admitted assets $118,024, 
in addition to which there were non-ad- 
mitted assets of $26,968. 

The liabilities, according to the re- 
port, were: Net reserve, $13,450; extra 
reserve, $304; supplementary contracts 
not involving life contingencies, $5,000; 
with “other liabilities,” $44,918, making 
total liabilities except capital and sur- 
plus, $63,673, and giving the company 
a capital of $100,000 and surplus of $23,- 
350, the state department report of sur- 
plus being even more favorable than the 
statement given out by the company. 

How can the complete failure of a 
company with that statement take place 
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within less than a year if it had been 
made and sworn to by its officers and 
passed on by the state insurance depart- 
ment, assuming that the officers were 
honest and the state insurance depart- 
ment did its duty? 


No Hope for Creditors 


In addition to the assets shown in the 
statement, the company receives a cer- 
tain amount for its business sold to the 
First Texas Prudential, with which it 
has been announced that the Union Na- 
tional has been “merged.” Everything 
is apparently lovely between the two 
companies. The announcement given 
out says nothing about the rotten con- 
dition of affairs in the Union National, 
but says that “Insurance Commissioner 
Scott has approved the merger of the 
two companies”; that “the Texas Pru- 
dential assumes all the policy obligations 
of the Houston concern, totaling $1,- 
500,000”; that “there will be no change 
in the personnel or business affairs of 
the company at present”; that “all 
agents now on the force will be kept 
and an effort made to operate as usual.” 
Yet in the face of these statements the 
company is so hopelessly insolvent that 
Commissioner Scott holds out little hope 
of ordinary creditors receiving their 
money. 

Took Over No Debts 


As stated, there will be additional 
funds coming to whoever are the lucky 
creditors, presumably the policyholders, 
on the reinsurance in the First Texas 
Prudential. The contract of ‘that com- 
pany provides for the purchase of all 
industrial and ordinary policies and it 
also takes over all the agents. It, how- 
ever, takes over none of the debts. The 
Union National “agrees and binds itself 
to deliver and turn over to the First 
Texas Prudential its ordinary and indus- 
trial business,” records, books, docu- 
ments, accounts, stationery, supplies, fil- 
ing devices, impairment records, furni- 
ture and all equipment of every kind and 
character together with the agents, per- 
sonnel and organization of the Union 
National, 


What Credits Are Promised 


The First Texas Prudential agrees to 
credit against the reserve $20 per thou- 
sand on ordinary life, except term, and 
is to have the authority to collect all 
debts such as premium notes, but to 
“hold the First Texas Prudential harm- 
less” as to any agent’s claims for com- 
mission upon premium notes. The First 
Texas Prudential also agrees to “credit 
to the Union National” 70 percent of the 
gross collection actually received from 
the industrial business, less deficiencies 
of agents, assistants and superintend- 
ents, for a period of 13 weeks from 
date of transfer; also to credit on busi- 
ness proven to be in force by actual in- 
spection at the end of 13 weeks after 
date of transfer 40 times the net weekly 
premium on the Union National busi- 
ness actually in force at the end of 13 
weeks on which the premium was actu- 
ally paid by the policyholders if same is 
not in arrears more than four months. 


General Creditors in the Cold 


There is to be deducted four weeks’ 
premium on all industrial business in 
force at the termination of the 13 weeks’ 
period which was not one year old at 
date of transfer, less 30 percent deducted 
for collection cost. 

“The Union National agrees to hold 
the First Texas Prudential harmless 
from all claims and liabilities of every 
kind and character, excepting policy- 
holders’ claims incurred after the begin- 
ning of the day of transfer.” As the 
Union National is bankrupt, everybody 
is nicely taken care of except the gen- 
eral creditors. 


Company’s Officers Taken Care of 


The First Texas Prudential gener- 
ously agrees to take over all the super- 
intendents, assistant superintendents and 
“such officers of the company as can 
secure agents’ license from the commis- 
sioner of insurance and as can be 
mutually agreed upon between the First 
Texas Prudential and such employes.” 


NEW FORM IS ADOPTED 


— 


PRUDENTIAL ANNOUNCEMENT 

President Duffield Instructs Field Force 

That Company Is Entering Salary 
Allotment Field 





NEWARK, N. J., April 23.—Accord- 
ing to the announcement of President 
Duffield of the Prudential, that com- 
pany is entering the field of salary de- 
duction insurance. The Prudential is 
the second great industrial company to 
enter this field, having been preceded by 
the Metropolitan a short time ago. The 
plan, as announced by the Prudential, 
is essentially the same as that in opera- 
tion by other companies. Five or more 
employes of the organization must agree 
to take out individual policies ranging 
from $1000 to $10,000, and the employes 
arranges to deduct the premium month- 
ly from their pay checks, just as hos- 
pital and other dues are deducted in 
many instances in large commercial or 
industrial plants. 


To Suplement Other Forms 


Generally speaking medical examina- 
tions will not be required, except in 
cases where the applicants are more 
than 50 years of age, and those in which 
the number of applicants is less than 
10 or in which the applicants desire in- 
surance in amounts above the non-med- 
ical limits. Under this plan the em- 
ployes may obtain policies under any of 
the regular forms of insurance, but the 
privilege is limited to groups of em- 
ployes working for a single employer. 
President Dufheld made it clear that the 
salary allotment form of insurance is 
not intended to replace or supplant 
group, industrial or any other form of 
life insurance, but to supplement them, 
in order to make it easier for salaried 
men and wage earners to maintain for 
their dependents the degree of protection 
warranted by their income. 


Popularity Grows Rapidly 


Salary allotment insurance is gaining 
the attention of agents and company of- 
ficials throughout the country. Many 
of the larger companies, beginning with 
the Travelers, and including the Aetna, 
Connecticut General, Metropolitan, 
Equitable of Iowa, Minnesota Mutual, 
Jefferson Standard of North Carolina, 
and Bankers Life of Iowa, have already 
adopted the plan and others are watch- 
ing its development with the keenest 
interest. It is predicted that in a short 
time this form will be bidding for 
place alongside of wholesale or group 
insurance as well as of ordinary and 
industrial life insurance policies. 








company so successfully are to be taken 
care of. 

“As far as possible” the agents now 
employed by the Union National will, 
during said 13 weeks, be kept on their 
respective debits and collection routes, 
provided written contract is entered into 
with each agent, superintendent and as- 
sistant, individually for a term of one 
week and renewable at option of both 
agent and the Prudential from week to 
week thereafter. 


Amounts Agreed to Be Paid 


The First Texas Prudential agrees to 
advance to John M. Scott, commissioner 
of insurance, and trustee for the Union 
National, $5,000 on execution and ap- 
proval by the commissioner and $5,000 
on completion of transfer of the busi- 
ness, records, etc. 

After policyholders’ liabilities out- 
standing 0n March 30, 1925, have been 
paid, and the reinsurance premiums due 
various companies on 14 policies rein- 
stated as of March 30, 1925, have been 
paid, and all current bills incurred by 
the Union National up to that date have 
been discharged, all sums due and pay- 
able by the First Texas Prudential to 


BANKERS AGENTS MEET 


SELLING IDEAS ARE GIVEN 





Agents Exchange Thoughts on Closing 
Farmer, Professional and 
Business Men 





A number of valuable selling points 
were brought out at the sectional gath- 
ering of the Bankers. Life of Nebraska, 
held in Chicago Tuesday and Wednes- 
day of this week. The meetings were 
presided over by R. B. Garmire, agency 
director. Others in attendance from 
the home office were President H. S. 
Wilson; C. Petrus Peterson, general 
counsel; Dr. A. R. Mitchell, medical di- 
rector. 

Agents were present from Illinois, 
Michigan, Ohio and Pennsylvania. Un- 
der the subject of “Selling the farmer” 
the following were some of the sales 
points brought out. 


Selling Farmer 


“In selling the farmer, stick to one 
proposition, Plan in advance what you 
are going to present and then stick to 
it. If you present more than one plan, 
the farmer will have time to think it 
over and your case is lost.” 

“It is often well for two men to work 
together. The farmer is approached 
probably while he is in the field plowing. 
One of the agents can take the plow, 
while the other puts up the sales ar- 
gument. The farmer appreciates that 
you are not taking his time when this 
is done. If he insists on talking to his 
wife, try to get him to do it right away 
and follow him in.” 


Signing Up Professional Men 


“In selling a professional mar _prin- 
cipally the doctor or dentist, point out 
to him that his earning power will be- 
gin to decline betwen the ages of 50 
and 65. He will not have an established 
business incorporated with dividends 
from stock to carry him along as will 
a business man who has built up an or- 
ganization and can turn it over to his 
sons. The doctor should build up a 
fund for old age through life insur- 
ance. This is more important in the 
case of a dentist who must always be 
working on the patient and whose con- 
tinued success depends upon his nerve. 
Physicians and dentists are great spec- 
ulators. They spend their money in 
the get-rich-quick schemes frequently. 
They are more apt to become interested 
in income contracts of life insurance.” 


How to Approach Business Man 


“In selling the business man, be as 
big a business man as he is. If he is a 
small business man, approach him as if 
you were a small business man. If he 
is a big business man, approach him in 
the same manner. It is well to make an 
appointment with a business man on the 
first call so that you can talk to him 
for a definite period. It is well to make 
the appointment for 9:15 or 10:15 rather 
than on the even hour|. The business 
man today does not tell you he is not 
interested in life insurance. 

“The business man of today buys life 
insurance a little at a time. He has in 
mind an amount of insurance that he 
wants carried and increases it gradually 
a thousand or two annually. After you 
sell him one, stick with him year after 
year.” 

“The business man that argues is the 
one to sell because he will sell himself 
if you will let him. If a prospect asks 
you to make a brief of your arguments, 
the chances are that he wants to com- 
pare it with other companies. Either 
that or he does not understand what 
you have said. If you make a: clear 
sales talk to him, presenting the prop- 
osition plainly, he will not ask you to 
prepare a brief.” 


Tell Him His Needs 


“In talking to a business man, tell 
him what he needs. Do not ask him 








In other words, the officers who ran the 
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U. S. Supreme Court Holds Cops 
Absence Does Not Constituy, 
Presumption of Death 














LINCOLN, NEB., April 22: 
Talbot, head consul of the Mos 
Woodmen, has been advised tha 
federal supreme court has overty 
the decision of the Nebraska supe 
court and upheld the validity of the 
law of the insurance order that dig 
pearance will not be presumed | 
proof of death. The by-law had tx 
held valid by the supreme court jp | 
nois, in which state the order is ince 
rated, and the federal court decis 
holds that the courts of the other sty 
in which it operates are bound by 4 
rule of comity between the states to 
cept as controlling whatever the he 
state may hold as to the provisions 
the policy. 

Mr. Talbot thinks that this opens 4 
way for insurance companies to proted 
themselves from frauds involved in cy 
where persons disappear and where the 
policies are now payable if seven ye 
diligent inquiry has failed to uneat 
them alive. 
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There is no statute in Nebraska on 
this subject, but the courts have log . 
held to the old English rule of law tum. 0" 
after seven years’ unexplained absent "the S 
from home a person will be presumed tt ay fs 





be dead. In the case at bar, which in 
volved a $2,000 policy, the state supreme 
court held this rule was still in force 
notwithstanding it was urged that whi 
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it had a sound application in the daygumest Nort 
when there were no means for men tt entral, li 
stray far from their usual haunts, (fest Sout 





cific, 8, 
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should no longer apply in the days d 
the airplane, the fast train and the moter 
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to require the beneficiary to keep on pay - a 
ing assessments for such a period 4 shee 
under the tables of mortality, the ma percent 
would be presumed to have lived, it The bro: 
order to collect on the policy. own by 
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DALLAS WANTS 1927 MEETING Biinnesota, 
buth Dak 
Texas City Already Making Campag ae 
for Convention of National Associ? iipma, 25; 
tion of Life Underwriters plifornia, 
- Cc 

DALLAS, TEX., April 22%—Dallé Bisuch a 
and north Texas life insurance age BM these st; 
are going to the convention of the * Biteater an 
tional Association of Life Underwmtt® Bibey were 
at Kansas City this year with intentiom Bijvorable | 
of bringing the 1927 national conventi arch in 
to this city. Plans for obtaining the tes and 
convention for Dallas are under way ories, 

now, members of the “On to Kans Bi Sales of 
City” committee said. s distinct 
In their efforts to land the 1927 © Biording 
vention the north Texas life insurast ¢ bureau, 
men will have the strong backing ® Bias very 1 
the Dallas Commercial Associating 8,000,000 
They will also have the endorsement #° Bir figure 
active support of the life insurance ™” BiMarch, 19: 
from other sections of Texas. - fepcates a g 
The insurance men are going to Kat The exts 
sas City prepared to show the ass0C® Bie greates 
tion that Dallas is one of the six = ith a ye: 
ing insurance centers in America th an §3 
that the city is prepared to take care ard Islan 
any number of visitors. F 
—— eh O 
what kind of a policy he is interested tr ays shov 
The fact that you tell him spect at 88 sold, 
that a certain kind of a contract fits " Percent a 
case is evidence to him that you al h Colum 
, ; sk hl a m 
your business, Do not ask 1 but t lowed b 


how much insurance he carries, - 
him how much he should carry 8 i 
will then tell you how much he 
carry in most cases.’ at 
The meeting included a banquet 
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6:30 p. m. on the first day. 
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RONG “COMEBACK” IN 
NORTHWEST INDICATED 


ch Figures of Research Bureau 
Reflect Revival in North and 
South Central 











LES INCREASE AS WHOLE 

e Percent More Production Than 

March a Year Ago—Largest 
Month But One 











ARTFORD, CONN., April 22.— 
es in the United States in March, 
ording to the Life Insurance Sales 
search Bureau, were higher by 5 per- 
t than in March, 1924, and were 
ater than in any previous month ex- 
nt one, December, 1924. The total 
March was $703,000,000, which is the 
re of the combined sales for a group 
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here the companies which do about 85 percent 
ven Yau the total business in the country. 
) unearl 
All Except One Increase 

ule his very favorable figure has been 

mn vided into sections of the country and 
at 7 result shows that in every section, 
ave long 


law thameeePt one, an increase over March, 

24, was registered. This one section 
s the South Atlantic, and in those 
tes, the March, 1925, sales were ex- 
ly equal to 1924. The remaining sec- 
ns showed the following gains: New 


| absency 
sumed te 
which in 
supreme 
in force 
















hat whikimmegiand, 3 percent; Middle Atlantic, 3; 
the danfamest North Central, 3; West North 
- men egmmentral, 16; East South Central, 13; 
aunts, if@m@est South Central, 12; Mountain, 6; 
days of cific, 8. 


he motor Gains in Northwest 


The revival of business in the states 
hich suffered so long from low grain 
ces is shown by gains of 30 percent 
Montana, 30 percent in Nebraska and 
percent in North Dakota. 

The broad extent of good business is 
own by the records of gains in such 
her states as: Wisconsin, 20 percent; 
‘ETING MiMinnesota, 16; Iowa, 16; Missouri, 10; 
buth Dakota, 13; Kansas, 22; Delaware, 
; Georgia, 10; Florida, 33; Tennessee, 


yy-law is 
) On pay: 
riod as, 
the mat 
lived, in 


ampay ; Mississippi, 41; Louisiana, 17; Okla- 
ssocia- bma, 25; Wyoming, 15; Arizona, 36; 
7 blifornia, 12 percent. 

Conditions Favorable 
—Dallas 


— Such a result shows that the people 
he Ne these states are spending a materially 
. tater amount for life insurance than 


\ ‘7 
jr al oe spending last year and that 
veatiel — le business conditions existed in 
ing the “ A a very large number of the 
a ~ and in very widely separated ter- 
Fee ories, 
Kans Sales of ordinary life in March showed 
ww distinct improvement in Canada, ac- 


panos om to figures just published by 
king 0 ureau, The increase over February 
‘s very marked, rising from a total of 


jation 

Se) eee teers 

ce mel gure compares with a total for 
arch, 1924, of $54,300,000 and thus in- 

0 Kate Th a gain of 2 percent. — 

associa: " e extreme eastern sections showed 

x leat: greatest gain in March as compared 

ca and Min, a year ago, led by Newfoundland 


; an §3 percent. gain and Prince Ed- 
are 0 - 
care ard Island with 22 percent. 


Figures of Provinces 


ted Both Ontario and Quebec, which al- 
‘i ¥s show the largest amount of busi- 
fits his when had increases, the former with 
:'k00W ihe went wud the latter with 1 percent, In 
jirectlY Bh Col! the territory was led by Brit- 
vat t blow ey with a gain of 12 percent, 
and he rims y Manitoba with 3 percent. 
2 does , wee the cities, the following rec- 
nt wre Significant: Ottawa, 61 per- 
vet at hae Quebec, 27 percent gain; 
, Uver, 25 percent gain; and Winni- 
8, 5 percent gain. 








HELD SALES CONGRESS 
HAD BIG MEETING IN DETROIT 


Annual Conference Staged by Life Un- 
derwriters Was Addressed by Many 
Prominent Speakers 


DETROIT, MICH., April 22.—Five 
hundred life underwriters from Detroit 
and Michigan attended a_ whirlwind 
sales congress held by the Life Under- 
writers Association of Detroit last 
Thursday and listened to a series of 
short practical talks on various phases 
of the business. The feature addresses 
of the congress were made by Dr. S. 
S. Huebner, of the Wharton School of 
the University of Pennsylvania and 
Harry L. Fogelman of Chicago, lec- 
turer on business getting and business 
building. 

_Mr. fFogelman in the opening address 
of the meeting characterized salesman- 
ship as the art of securing progressive, 
profitable patronage, based on a condi- 
tion of service and applied this sum- 
mary of basic principles to the life in- 
surance business by pointing out the 
need for keeping in mind first of all 
service to the client and of keeping in 
mind a procedure in selling founded on 
absolute faith with all doubt removed 
that might be reflected in the mind of 
the prospect. 

J. J. Mooney, president of the Michi- 
gan Mutual Life, who followed with a 
talk on “The Outlook for Life Under- 
writing in Michigan” stated that the 
prospects for a greatly increased volume 
of lite business were decidedly promising 
and confirmed his views by showing 
concrete examples of real estate and fi- 
nancial activities in Detroit and through- 
out Michigan. He also stated that the 
favorable view of life insurance which 
has arisen as the result of a realiza- 
tion of its marked benefits furnishes a 
remarkably: efficient background for fu- 
ture underwriting. 


Trust Company Man Talks 


Joel H. Prescott, vice president of 
the Union Trust Company of Detroit, 
who was the next speaker, pointed out 
that life insurance men and trust com- 
panies are virtually striving toward the 
same end. Mr. Prescott proposed that 
all life underwriters inform themselves 
more thoroughly on the general subject 
of property and on the descent and dis- 
tribution of property as a means of as- 
sisting their clients to a greater extent 
in the creation of life insurance trusts. 

Joseph Mack, founder of the Joseph 
Mack Printing House, Detroit, and now 
connected with the Realty Trust Com- 
pany of the same city, showed in a con- 
crete way how the development of a 
business should be protected by suffi- 
cient life insurance. Mr. Mack described 
the stages in the growth of his own 
business as illustrative of this need by 
stating that his first policies were taken 
out for the protection of his family and 
for insurance against loss at the time 
when it was operated virtually as a one 
man organization. Later he said that 
additional life insurance became neces- 
sary to provide against the possibility 
of losses occasioned by a business ex- 
pansion program. 

In a talk on “Selling Women” Mrs. 
Besse Luther, superintendent of the 
women’s department of the Detroit office 
of the Mutual Life of New York, stated 
that provision for old age should be 
the governing factor in selling life poli- 
cies to women. 

Mark W. Savage, of Detroit, instruc- 
tor of agents for the Mutual Benefit, 
pointed out by means of handy tables 
how to simplify figures to answer ques- 
tions involving rates and other insurance 
financial facts thus preventing the ne- 
cessity of several calls to present this 
information accurately. James A. Whit- 
more, assistant agency manager of the 
Phoenix Mutual Life, who was the last 
speaker at the morning session, stressed 
the need for holding to high. ideals in 














COMPANY IS ABSORBED TROSPER TELLS OF 
— INSURANCE CAREER 


TAKES CATHOLIC ASSURANCE 


Compares Life Business With 
Legal Profession, Which Was 
Former Work 


Eureka-Maryland Secures Fine Footing 
in Philadelphia by the Recent Rein- 
surance Deal 




























































































The Eureka-Maryland Assurance of | IDEAS ON HANDLING SALES 
Baltimore has reinsured the business of 
the Catholic Assurance of Philadelphia. 
The ney company was organized as a| American Life Million Dollar Producer 
traternal and chartered under the Penn- : : iati 
sylvania laws in 1909. It has been op- Addresses Indianapolis Association 
erating in Pennsylvania only confining at April Meeting 
its business to industrial. Edward Gal- 
lagher, president of the Catholic Assur- 
ance, will become manager of the Phil- INDIANAPOLIS, IND., April 22.— 
adelphia office for the Eureka-Maryland | “If Harry Rosen, with the handicaps of 
Assurance. The class of insurance writ- a foreign emigrant, could write $12,000,- 
ten by the Catholic Assurance is largely 
infantile industrial, which involves over 
$1,000,000, the bulk of which is in Phil- 
adelphia proper. This will give the ; 
Eureka-Maryland Assurance a good | twelith as well,” and gave up a growing 
foothold for its industrial business in| law practice to enter the life insurance 
Philadelphia. : ; business in Detroit. It was the story of 
Pg + Ry Bae J ‘kor ae deal in Harry Rosen which he read at that time 
, 3 y has ti 1 a part. oo el agazine that gave Mr. 
he first was the reinsuring of all the | i@ “>ystem = magazine that g 
Pennsylvania business of -the Western| Trosper the vision of life insurance 
Life Indemnity of Chicago. Next, the | which he has justified every year since 
Eureka Life and the Maryland Assur- by writing a million or more tor the 
ance were merged and the third is the American Life of Detroit, of which com- 
Catholic Assurance deal. pany he is now a vice-president. In a 
—— EE 3 : delightfully informal and conversational 

; ; ——~1 way Mr. Trosper told the Indianapolis 
the business and of constantly adopting | Association of Life Underwriters a few 
the best protessional and business prac- things from his experience last Tuesday 
Hinata eexarals of whether | atthe monthly meeting of the associa 
business or a profession * Mewed #8 @ | tion and left some valuable tips on the 

ye ; art of selling life insurance. 


Compared With Law 








000 of life insurance a year,” thought 
Harold P. Trosper, seven years ago, "a 
ought to be able to do at least one- 


Dr. Huebner Was Speaker 
Dr. or j he wr ; ; ne 
Sci Fa ad in his talk on The The reason that life jnsurance at- 
ec Treatment of, Life Values acted him so strongly, he said, was 
Through Life Insurance” at the begin- | @*** ‘ts bigness. “It is bigger than 
ning of the afternoon session pointed because of its Dignese. id. “A ss may 
. : zone PG | an ‘in it,” he said. “A man mé 
out the essential differences between life | 2°Y ™4™. 1” ot an von Ty the busi- 
and property values to show tl | rise to high official position in 
_ } . show the ex-| ness but always the business will be 
austible nature of the latter and then bigger than the man.”” He told how he 
proceeded to show that life insurance — eave in college at much cost 
is actually business insurance in that —_ —— at Pe to gain the diploma 
protection of families and all other situ- 7 rg one being compelled to earn 
ations it is calle c 4 a ht ge : ae 
vision for ye nn ae ee much of his tuition by selling books in 
standpoint USINESS | summer and tending furnaces and clean- 
~ Milton L. Woodward, general ; ‘ ing walks in winter. Life insurance 
of the Northwestern Setuat I ife in De gives an income while — being —_ 
: : : ak ok a ~| The lawyer who, in a lifetime, handies 

troit. who followed with a shor c “ reg enters i : 
on “Business Insurance,” Monod = cases that aggregate interes ee = 
: ; AF cwcngee a — i ac 2 uillion dolla 
vised consultation with legal counsel and eT adel an rs meee success. 
trust companies in carrying out the re- in te on en vente Mr. Trosper has been 
quirements of business policies, due to “fe eet, | Ht a 2 
the inability of the is Gadorecline to —— _ jooemanee he See ee 

. ‘ 2 ,000. 
look after subsequent developments, le- He emphacined the importance of study 
ro rs 2 "ce , av es ae 
cally and otherwise which may affect the | Ana “commented on the dificulty home 
before ‘their. anni By saeen of offices experience in getting — 

i -R ¥ ae read books that are sent to them for 
roeere shaste ©. Risahes, Casement ee their edification. Personality is not 
alyzed the many problems of the man ay Nghe: Lay yt Fy 
aes one how to solve them through law, he said. No one would be willing 
"The pens wae constinded with a.) Oe the health or life of members 
- ind oI cae “Th, H a . f an Es. of his family in the hands of a physician 
port eh oe the heonal a y Wibirt who had fine personality but lacked skill 
a, I Bee amarene od of the hn and knowledge in his profession. A life 
Life f Ne ’ Y k . Othe b os of insurance contract is an inanimate and 
og m- t te M . Besse pe eng id abstract thing and the average man has 
EO. Muchiiz ag ewan children little knowledge of it. The agent must 
Following a banquet in the evening a 
radio talk by Dr. Huebner on the gen- 
eral subject of life insurance was broad- While he was still practicing law he 
casted over WCX, the Detroit Free | said that the average life insurance 
Press. Short addresses were made bv | agent who called on him disgusted him. 
Edwin Denby, former secretary of the | The question, “How much life insurance 
navy, and George F. Tomkinson of the | do you carry?” always used to grate on 
New York Life, who gave his address | him, he declared. “I always told them, 
on “The Mental Hazard. ‘Enough,’ he said with a smile. “We 
don’t carry life insurance, it carries us. 
. You wouldn't refer to a block of bonds 

To Take Over General Life as a burden, would you? The owner is 

It is now stated from London that | proud of his bonds, I am proud of my 

a sufficient number of acceptances have life insurance. It is the easiest part ol 
been received from General Life share- | my estate. 
holders to insure the completion of the Determined to Teach It 
sale of the stock to the General Acci- 
dent. About 95 percent of the General 
Life stockholders accepted the offer. 


be able to show him. 
Opinion of Average Agent 


“When I cut my bridges and entered 
life insurance,” he said, “I was deter- 
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Disability with Term 


The man who buys a large term 
policy is often under extra pres- 
sure and wants disability protec- 
tion. 


We issue full disability protection 
with term insurance. 


Three plans of disability cover- 
age. Income begins at once if disa- 
bility is presumably permanent— 
otherwise after definite waiting 
periods. Insurance remains in 
force. Waiver of premiums. 














































Satisfying Service 


The MUTUAL BENEFIT LIFE writes 
policy contracts that meet the needs of the 
people; assists its agents in presenting these 
contracts; and gives to policyholders a service 
that satisfies. 


The 


Mutual Benefit Life Insurance Co. 


Organized 1845 


Newark, New Jersey 















































We have opportunities for Agents in 
Arkansas, Illinois, lowa and 
Minnesota 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 

















mined on two things—when I talked to 
a man he was going to know more about 
life insurance when was through 
whether I sold him or not and he was 
going to respect me and my business.” 


Uses Blackboard 


Mr. Trosper discussed methods of ap- 
proach and used a blackboard from this 
point on with good effect in illustrating 
his points. He showed how, as a young 
man, he had learned a lot about the 
handling of steers on a ranch, his home 
in Oklahoma. From steers, he said, he 
had learned a lot about human beings. 
As he could tell from the look out of 
the corner of a steer’s eye when he was 
going to bolt from the corral, he had 
learned to note the symptoms of bolting 
on the part of a prospect. When a man 
drums with his fingers, crosses and re- 
crosses his legs or looks across his desk, 
his attention is wandering. It is neces- 
sary to jar him abruptly back to the 
matter you have in hand or you will 
lose him. “I can step to this window 
and shout three words into the street 
and block traffic,” he declared. “Fire, 
murder, help! People are responsive it 
you know how to reach them. If I can 
analyze my proposition, there must al- 
ways be some way to make my story 
attractive.” 

Graveyard of Sale 


After attention is secured and desire 
is awakened, then comes the difficult 
task of securing a decision. Decision is 
the graveyard of many a sale, he said. 
In practically every sale of life insur- 
ance he has made, Mr. Trosper said that 
he has given the prospect two or three 
opportunities to accept the proposition, 
but each time has held in reserve some 
strong points to use for greater pres- 
sure if the close is not made. 


Uses Magazines for Leads 


From stories of successful men in 
such magazines as “System” and the 
“American Magazine” he has secured 
leads that have led to the sale of big 
policies. In such magazine articles in- 
formation may be obtained as to a man’s 
family, his special love for his children 
and the hobbies which he enjoys. With 
this information Mr. Trosper has found 
it easy to close some big cases for men 
he had never met before. He gave a 
number of such instances and from 
these cases have grown up friendships 
with men of prominence and influence 
that have led to other cases with their 
friends. 
Heart Must Be In It 


But with knowledge must be enthu- 
siasm. “And let me tell you something 
else,” he said in conclusion. “Your 
heart, your soul, your very life must be 
in the business it you want to get far 
in selling life insurance. Knowledge 
plus integrity plus enthusiasm plus 
heart will win.” 

The meeting was well attended. A re- 
port was made by Edgar Webb on the 
¥. M. C. A. course in life insurance. 
Fifteen students took the complete 
course of sixteen weeks and thirty-two 
lessons. These students wrote $684,000 
of life insurance during the course and 
one idea brought out in the classes 
netted $100,000 in life insurance. 


Farmers National Increases 

The Farmers National Life of Chi- 
cago reports that its business for the 
first quarter of this year is considerably 
in excess of last year’s record. The 
applications from agents during March 
were 73 percent greater than in March 
of the previous year. A special drive 
for new business was made during 
March in honor of President Ben F. 
Biliter, and as a result about 40 more 
agents produced business than did dur- 
ing March of last year. 

Up to the first of April the company 
has gained slightly more than $1,000,000 
of business in force, which is more than 
half as much as was gained during all 
of last year. The company now has 
$32,500,000 in force. The conservation 
department of the company reports a 
noticeable decrease in lapses. 
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DEDICATES 


ESERVE LOAN OPEN 


NEW _ BUILDIy: 


Home Office Structure Is Handy. 
and Commodious—Program Arrang 


The officers of the Reserve 


ha 


for the Occasion 


INDIANAPOLIS, IND., April ». 


| <Oan 


ve issued formal invitations to 4 


opening and dedication of its new hop 


office building 


ne 
pa 
of 
co 


brochure 


Thursday and Frid, 

xt week. A program has been pp 
red as the agents who are mem 
the club will be in attendance. 7 
mpany has sent out a very handsop 
giving description of ; 


building and several artistic cuts, 
location of the new head office is at 


North 
most 
business districts of 
looks the State Plaza, the 


Pennsylvania 
progressive 


Street, one of ty 
and  advantageoy 
the city. It ove. 
memorial } 


the soldiers of the great war. 


Building Is Artistic 


The building is four stories high 


though it is so constructed that an x 


ditional eight stories may 


an 
ot 
ba 


be added y 
y time. The front of the buildings 
white Georgia marble, set upon; 
se of gray Vermont granite. It hy 


the appearance of an old Grecian temp 
The building has been carefully laid og 
for the use of the various department 
The appointments of the building x 
most complete. The lighting has bee 
taken care of in a desirable way as tk 
structure is so erected that all the & 
fice space is an outside room. The ges 
eral offices of the company are on tk 
fourth floor, together with the offices 
the secretary and actuary and the aué- 





tor. The 
Vice-President 


Ce 


The agency, 


de 


office of President Brow 
Zulich and _ Gener 
yunsel Deitch are on the second floe 
mortgage loan and lew 
partments are also on this floor. 

The program for the two days is # 


follows: 


Thursday, April 30 


Reception of Visiting Agents af 


Public. 


Guilford A. Deitch, 


ta 


Inspection of the Building. 
Agents’ Luncheon, Elks Club. 
Business Session, Agency Departmet! 
presiding. 

The Company, G. L. Stayman, se 
ry. 


Mortgage Loan Dept., W. R. Zulicé 


vice-president, 


Hand, 


St 


Medical Dept., Dr. F. L. Truitt. 
Auditing Dept., Harry Woodbury 
25 Years with the 
Florida. 

10 Years with the 
anley. 4 
The General Agency, Jesse F. Ouzts,' 
6.45 p. m., Banquet, Severin Hotel Rot 


Company, W. = 


Company, E. 4 


Garden, Chalmers Brown, president, pr 
siding. 
Address, T. S. McMurray, insuran 


commissioner of Indiana. 


partment, 


Address, Judge Chas. S. Orbison 
Dancing 10 to 1. 

Friday, May |! 
Business Meeting Agency ) 
Guilford A. Deitch, presiding 
The $250,000 Club, J. Harry Holtmé 


10 a. m., 


Home Office. 


m 


di 


Open Discussion, Problems 
inutes each, 

12 noon, Lunch, Elks Club as 
1:30 p. m., Sight Seeing Trip. Se ™ 
annapolis. 


Agency 


Continental’s Contest Winners — 
W. L. Castleberry of Jonesboro, Ars 


was winner of the Continental Lite ‘ 


St. 


M 
of 
$5 
Ss. 


Louis policyholders contest 


arch, producing the greatest volut 
written business. He was awardet 
0 in gold. F. W. Felkel, Andersos 
C., got $50 for being the 


mid 


leader * a 


number of completed applications 


ten on new policyholders, 
Wood, Salt Lake City, 


fo 
pl 
er 


while J- 
Utah, won # 
s 0 
r writing the largest number ot hol 
eted applications on old poe 


Ss. 
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EXTENDS NON-MEDICAL | ENTERING LIFE FIELD| GIVE COMPANY RECORD HOLDS MODIFIED LIFE 
PLAN, STILL FURTHER — | COMMISSIONS LAWFUL 


HAS INTERMEDIATE POLICIES | GUARANTEE FUND LIFE LEADS 
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man, wants to make sure that all of | and the ‘automatic convertible to ordi- 


JILD] ar . - 
Federal Union of Cincinnati An-/| Unica states Life & Casualty Is Writ-| Main Items in the Financial Statements | SUP¢tintendent Beha Settles Con- 
Handso nounces Some Innovations ing This Business Through Its Reg- of the Leading Assessment Offices |  troversy Over “Half Rate” 
Arrangy Along That Line ular Accident Agents as of Dec. 31 | Policy 
R SEVEN YEARS The United States Life & Casualty of The Guarantee Fund Life of Omaha | 
\pril IN USE FO Chicago is now making a special drive | wrote more business than any other| CLEAR ANALYSIS IS MADE 
Loan [i for life > sagen poe — 7 - | an gry | my yf Rg ie - Illi- | 
1s to wy . ; | $500 on the annual payment plan. Only | nois, as shown by the inois depart- | 
ts hom Favorable Sapeanes Reported on Vari one collection a year is made in premi- | ment report, its total business for all | pie, That Form Does Not Differ from 
Friday ; ous Plans Which Have Been ums. The company pays a compara- | states being $34,262,500. It has in force ; 
bees me Used Heretofore tively small commission for this busi- | in-all states $161,153,500. The Illinois | Automatic Convertible Term and 
memes ness, compared with the commissions | Bankers Life came next with new busi- | Upholds Former Decision 
ace Wy jusually paid for life business. The reg- | ness, its figure being $33,734,774. It has 
heated CINNATL, ©. Aoril 88.—Frank ular agents writing health and accident | in force $114,942,667. The National Life | 
aa CINCINN: Pied the prul <2. a insurance also write life insurance for of Des Moines’ new business was $15,- | NEW YORK. April 22—S : 
uts. Ty M. Peters, president of the Federal | their assured. 369,500 and it has in force $84,537,500.| “\* ’ pri —wulperin= 
ean Union, says his company has been do- It was found that there was a big de- | These three companies lead all the rest. | tendent Beha has ruled that the sixth 
* rh ing a non-medical business for the past mand for this size policy. Most poli- The Bankers Mutual Life of Freeport, | year commission on the modified life, 
~ eo ing S .- h b cies will be written for $250 or $500. Ill, wrote in new business $5,242,500 | 5. a time called the half-rate policy, is 
antageoy seven years. several plans have Deen | There will be no medical examination | and has in force $16,983,500. The Globe | h “-" f th 
It ove followed and all have been successful | or no inspection by regular inspectors. | Mutual of Chicago wrote $7,298,428 and | "Ot contrary to the provisions of the 
a to a greater or lesser degree. So favor- | The company will rely on the inspec- | has in force $23,216,721. The Express- | insurance laws of the state, thereby set- 
able have been the general results, how- | tion made by its agents. The rates are | men’s Mutual Benefit of New York wrote | tling the objections to the policy raised 
; loaded 10 percent. In many districts the | $5,077,500 and has in force $29,485,909. | by underwriters of this city. Superin- 
ever, that further development along United S National Lif | by y up 
high 3 these lines is now announced. is “Solar Goede ee An. A ‘aa Financial Showings | tendent Beha held that the modified life 
poe At first, non-medical insurance was | plan. By getting higher rates and pay- Of the large associations the Illinois policy is one contract, not different from 
uilding 4 issued which was termed wholesale in- | ing lower commissions than the whole Bankers had total income $2,328,066 and | the automatic convertible term policy, 
t upon surance. The plan was to write as many | time life agent gets, it figures that it disbursements $1,574,575. Its assets were | and that the total commissions on this 
Tt hes members of any given approved business | can build up-a business of this character | $4,471,064. The Guarantee Fund Life form are not in excess of those on the 
teal eupaiention as. i to —— a that will be profitable. owes cont aan ens ot ordinary life policy. 
“ye nce, it being issued on an an the ursements $2,035,136. s assets 
y laid og yon Deal oa, At first ae ae a lit- $8,193,828. The National Life of Des Soeaeee - a 
a tle hazardous, but as one after another | such forms with other companies is that | Moines had income of $1,650,125 and| In making his decision, Superintend- 
Iding a of the members insured, the volume was | the Federal Union will not issue an | disbursements $1,273,957. Its assets are | ent Beha said: ; 
has beet increased so as to spread out the risk. | amount which will bring the non-medi- | $2,669,479. The Globe Mutual had in- “Certain life companies, among others, 
Probe It was quite different from group insur- | cal insurance in force in all companies | Come $746,961 and disbursements $554,- | the Aetna Life, and the Prudential, are 
I the ance in that with the latter the risk is|to a total in excess of $3,500. With | 045. Its assets are $883,970. The Ex- | issuing a certain policy, which is now 
The Ret almost immediately spread to take ad- many companies going in fae this form | Pressmen’s Mutual Benefit had income known as ‘modified life policy.’ It is a 
eon the vantage of the law of average. The | o¢ coverage, the officials are of the opin- | $851,253, disbursements $301,968 and has | full life contract, based on the same val- 
offices wholesale insurance was strengthened as ion that there will be a tendency on the | 28S¢ts $2,741,673. ues as the ordinary life policy, and 1s 
the aud- the plan found favor and new organiza- art of individuele hen d ol h admittedly actuarily sound. It differs 
| Brow tions were interested. — Solanmaeiia: aie ~ yr monnnligg ot ‘—_— > principally from the ordinary life policy 
ata Lodges and Organizations Next their liberality, hence the limitation. WANTS ‘RESERVATIONS MADE + om, oor Oe y ote Fy 1 — 
lew The second step, taken five years ago, | This is an innovation im insurance prac- ' * policy, and for the balance of the life 
4 n was to insure members of lodges and | tice. Where the added insurance would | Kansas City Committee Plans to Pro- | oF the policy, the premiums are higher 
avs is & social organizations on this same plan, | require a home office specimen for uri- vide Rooms for All Attending Na- than for an ordinary life policy, and 
such as camps of the Junior Order, per- | nalysis on account of the total amount tional Association Meeting loaded so as to make up for the lower 
mitfing members to take up to $500 poli- * ~~ in force with the "eo rong oon - ag ogg + ag Se Sa 
cies. Individuals belonging to several | Union, such specimen is required. Age , its claimed for the policy are that in 
nts and such organizations an Ade the | 45 is set as the upper limit of age for KANSAS CITY, MO., April 22.— | the earlier period of the policy the in- 
privilege of securing up to a $1,500 limit | non-medical applications. The local life men in Kansas City are sured is able to buy protection at a lesser 
of this insurance. The sixth step in this series of non- | making arrangements to take good | cost and that later on, when his earnings 
partment Following the favorable results at- | medical developments with the Federal | care of all the delegates who come to are, ane, ~ can om the addi- 
tained from these plans, policies were | Union followed closely on the heels of | attend the annual convention of the — a a ¢ the increased premiums 
n, secte offered up to $500 through newspapers. | the fifth. President Peters’ letter de- | National Association of Life Under- | and extra loadings. 
, oe A large number of papers in the terri- | scribes the plan in full, at the same time | writers in Kansas City, Sept. 29-Oct. Similar to Other Forms 
oe tory in which the Federal Union is li- | announcing the new retention limits of | 3. The local committee has been quite | “The policy is a development of the 
t. ; I 1ce : - ‘term policy’ followed by an ‘ordinary 
ury. connection with subscriptions. Once Present policyholders who are not over | 4:00 people. The housing committee, | jife policy’; the ‘term policy with the 
yy, WE the public became convinced that this | 45 years of age, nearest birthday, to | of which Ed. S. Villmoare is chair- privilege of conversion to ordinary life,’ 


censed offer life insurance policies in | the company, as follows: [000 pe assured of an attendance of 
plan was all that it promised, business | whom policies have been issued by this | 





y BS began to flow in most satisfactorily. company at ee pane, gy them have a good place to sleep. It | nary life policy.’ Both the ‘automatic 
—" Next, groups of teachers were per- rece Fe gre oe ha eligible has already contracted for 3,000 good | convertible to ordinary, life policy’ and 
otel Roo! mitted to secure policies of certain | 4. aaaitional insurance without a new | first-class rooms at prices from $2 up. | the ‘modified life policy’ are single con- 
lent, pre standard plans, no examinations being | examination, for any amount which, to- | Mr. Villmoare is now sending out a | tracts. Each is a single contract for the 
required. This plan was inaugurated | gether with all ordinary insurance now | letter to everyone who is considered | life of the assured, the only difference 
nsuranc during the past year and is coming along | in force in this company, does not ex- | likely to attend the Kansas City con- | being the amount of premiums to be 
in line with the expectations of the di- | ceed the following limits at the various | vention, containing a statement of the paid at different times in the life of the 
mn rectors of the company. attained ages: | arrangements already made and a | Policies. The modified life policy can in 
Now Going Still Farther we oy Ans, ey 4 pnt.) | blank to be returned to him, containing | at hp Baty eye os cbwee po Bowe ae 
y De All of this experience for these years © Ge B.ccce 5 eee © BO Biccce $ 1,000 detailed information in regard to char- | nary life policy. In a certain limited 
pons Pet has satisfied the Federal Union that | 30 f° }5----- 2.808 10 to }8..... 9.809 | acter of the reservations desired. In| number of cases, however, it may fill a 
Holtmat non-medical insurance is a practical suc- | 21 to 25..... 7.500 21 to 25..... 5,000 | the letter he says: ; | need, and for a short period of time pro- 
one and it is now going farther in this . = 4 weeee ete} 36 to 36 ae 5.000 | “We can get more rooms if we need | vide greater protection at a lower cost 
plems, eld. The item of particular interest in | 5; to 55..... 68.000 51 to 55..... 1,060 | them and we guarantee every man a than the ordinary life policy; this less 
this experience is the fact that the mion- | 56 to 60..... 2,500 | first-class room. Name the kind of | cost, however, is more than made up by 
acl ng business shows just the same | 61 to 65..... 1,000 | room you want and we will pave . for | the policyholder paying higher premium 
See ft mortality ratio as the examined issues.| Minor’s endowments with graded bene- | you. But, the best rooms will go first, | in the later period of the contract. 
Mr. Peters recently wrote to all of | fits may be written on the lives of either | so get your reservation in now.” ; Unée am Sought Decision 
the members of the Veterans League of | sex. to and including $5,000, provided A pretty full entertainment program,; ] ws Re 
_ the Federal Union, composed of sales- — > ov ep et gg tags allie A considering the desire to make this a| “The Life Underwriters Association, 
4 men who have been with the company | C°®O°? Detore such policies business convention, has been laid out | an association of life insurance agents, 
ro, Ars or five ye itti in force five years, only such amount : big f and not necessarily directly interested 
Life o a ene years or more, permitting them | shan be written as will cause the maxi- | tentatively. As one of the big features | 4 laci y ‘fi y, est 
st i e Write non-medical business on their | mum of $5,000 to be reached, in accord- | the local life companies are cooperating | 1m the placing of modified life policies, 
ee sooner eapects or on prospects of other | ance with the terms of the podicy, after | in arranging for a reception to be a but interested 7 —_ me J ~ ba 
< $ who were not members. The | it has been in force at least five years. /|jin the new home of the nsas City | surance generally, S requeste e 
awarde! company requires that the veteran meet If the total amount applied for and |Tjife on South Broadway, a beautiful superintendent of insurance to pass on 
nde a such applicant and study his fitness oe Soe in this a re Se building with a large _and artistically | the legality of the payment of commis- 
eader # S Prescribed in the new special appli- |@U‘Te¢ & more extensive exam decorated lobby. providing ample space | sions to the agents writing the modified 
ns writ tation form applying to this cl g | than that on which the last previous | «. danci The five local life com- | life policies, especially as contemplated 
le J. i business. Poli soe an toe total af or Ono | Policy was issued, the facts should be | for dancing. . © be ; by the Aetna Life. The Aetna Life has 
on SHE ROnctretica ies, UP to a_total of $1,000 | submitted to the medical department for | panies thus joining for the reception ., 
ype ~ “medical with the Federal Union | decision as to what additional informa- | event are the Business Men’s Assur- contracted to pay its agents the regular 
ol tol ay be written. tion or examination, if any, will be|ance, National Fidelity, Midland Life, | commission on the premium paid on the 
icyhom departure from usual practice on | required. Peerless Life and Kansas City Life. first year of this contract and then a 
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Complete and 
Enduring Service 





for every life insurance 
need makes West Coast 
Service Men successful. 


A splendid Agency 
Contract direct with 
Home Office is available 
for men of ability. 


West Coast Lire 


INSURANCE COMPANY 
HOME OFFICE-SAN FRANCISCO 


The only company on the Coast carrying Group Insurance 
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There Is a Rich Territory for YOU in 





MINNESOTA 
NEBRASKA Business 
KANSAS Is Good 


or ALABAMA 


The Medical Life Insurance Company has just recently entered Kansas 
and Nebraska and has appointed new state agents in Alabama and 
Minnesota. In each one of these states a_ thorough and aggressive 
campaign will be conducted for business. This company has already 
eee a reputation as one of the most progressive companies of the 


iddle West. na 
With the Medical Life writing standard—substandard and_ child's 
Endowment—the whole family is a prospect, young or old, physically 
erfect or physically impaired—thereby making good its slogan “Life 
commen for Everyone.” ; : ’ 
Think what an opportunity this offers to you—a company that is anxious 
to help you, with a line of policies that takes in the “Whole Family. 
Any of the following state agents will give you complete information: 
Mr. Chas. F. Fries, 401 First National Soo Line Bidg., Minneapolis, 
Minnesota; Mr. E. Blissard, 2906 Leavenworth St., Omaha, 
Nebraska; Mr. C. E, Gleeson, Room 9, Stormont Bldg., Topeka, Kan- 
sas; Mr. D. E. Cook, Andalusia, Alabama. 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’! Mgr. 

















“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


Standard Ordinary and Industrial Policies 


n President J.N. WARFIELD, Jr. Sespennse-Tocnanser 
3 SARRY MAE L, Vice-President Dr. J H. IGLEHART, Medical 











National Underwriter Want Ads are Result Getters 


similar commission on the excess of the 
premium over the first year’s premium 
paid in the sixth year of the contract; 
the commissions of the regular renewal 
premiums being paid under the same 
conditions as under the ordinary life 
contract. The Life Underwriters Asso- 
ciation contends that the paying of com- 
missions of more than 7% percent on the 
excess of the premium in the sixth year 
over the premium paid the first year is 
in violation of the provisions of Section 
97 of the insurance law of New York, 
and it has asked the superintendent to 
so rule. 

“This department held on March 13, 
1924, that in the ‘automatic convertible 
term to ordinary life policy,’ also issued 
by the Aetna Life, which as already 
stated was a single contract, that the 
payment of a commission in excess of 
7% percent on the increased premium 
payable in the year of its conversion to 
ordinary life, was not in violation of 
Section 97. The same questions of law 
were involved in that policy as are in 
the modified life policy. 


Commissions Not Excessive 


“The superintendent in construing the 
insurance law should probably not be 
held to the same strict technical ac- 
countability as would the courts under 
the same state of facts, for his duty 
primarily is to protect the public—by 
that is meant the policyholders—and in 
protecting their interests also concerns 
himself in the solvency and the general 
welfare of the insurance companies. The 
insured pays practically the same total 
premium for $1,000 of insurance or for 
any other sum under the modified life 
plan, as he would for the same amount 
under the ordinary life plan. The com- 
pany receives the same amount from the 
assured under either plan. The company 
likewise pays the same benefits to the 
assured’s designee at the assured’s death. 
Under the plan of the payment of com- 
missions as proposed by the Aetna Life, 
the agent writing the modified life pol- 
icy in a given sum, would also receive 
practically the same commission as he 
would receive for writing a policy in the 
same amount under the ordinary life 
plan. The agent renders the same serv- 
ice to the assured as well as to the in- 
surance company. 


Complies With Law 


“The whole intent of the legislature in 
passing section 97 of the insurance law 
was to limit the cost of insurance. The 
report of the Armstrong committee 
which preceded this legislation was di- 
rected to the same end. It was not in- 
tended to prescribe just how and when 
the commission should be paid, but 
rather that they be limited within certain 
prescribed reasonable limits. Certainly 
the plan of payment of commissions pro- 
posed by the Aetna Life to its agents in 
selling the modified life policy does not 
offend in this effect, for as already stated, 
the commissions paid are practically 
the same to the agents selling modified 
life policy as to ‘the agents selling ordi- 
nary life in the same amount. 

“T shall not reverse the position of the 
department, and I therefore hold that it 
is not a violation of section 97 of the 
insurance law to pay commissions in 
excess of 7% percent on the increase of 
premium in the sixth year over that of 
the fifth year.” 


Company Met With Success 


Five years ago the Business Men's 
Accident of Kansas City was reincor- 
porated as the Business Men’s Assur- 
ance under the legal reserve laws of 
Missouri. The change was made prin- 
cipally to enable the company to do a 
life business. At that time President 
W. T. Grant felt that if the company 
could have $10,000,000 of life insurance 
in force at the end of five years he 
would be satisfied. Within a few days 
the company will pass the $20,000,000 
mark and will finish April above that 
figure. The officers, directors and de- 
partment heads will hold a dinner April 
29 to celebrate the event. President 
Grant puts the objective at the end of 














1930 at $125,000,000. 


OHIO STATE'S MEETIN 


GOAL IS SET AT 7% MILLio,y 








Agents Promise to Write That Amo 
by July 25—Good Program of 
Addresses 


COLUMBUS, O., April 23.—In cop. 
memoration of the 19th anniversary ¢ 
the Ohio State Life and in honor of th 
president, John M. Sarver, agents of th 
company at their conference in Colyp, 
bus last week decided voluntarily to y. 
dertake the writing of $7,500,000 of ney 
business by July 25. The assuming , 
this work by the agents will leave th 
officers of the company with more tim 
to devote to the company’s new offic 
building now in course of constructigg 
in Broad street, near the state capitol 
in Columbus. It is expected that th 
buildings will be completed by Noy. 15 
J. F. Shafer, manager of the Ohio Stat 
Life’s branch at Mansfield, was placed 
in charge of the anniversary drive ané 
with him on the compaign committe 
will be O. N. Young of Lima, R. E. Bol. 
ler of Dayton and George Hayden o 
Newark, company managers. Mr. Sha. 
fer is the oldest agent of company is 
point of service. 

Radio Program Broadcast 


The meeting last week was the most 
successful in the history of the company. 
It was preceded by a radio entertain- 
ment broadcast from Ohio State Uni- 
versity. Representatives of the company 
in different cities were permitted to se- 
lect numbers and in a number of in- 
stances selections were rendered in their 
honor. Managers thus honored were 
Henry A. Hodge, San Antonio; Daniel 
L. Scanlan, Philadelphia; J. L. Wikof, 
Indianapolis; G. E. Shinkle, Huntington, 
W. Va.: I. S. Hoffman, Los Angeles; 
A. M. Cornette, Russellville, Ky.; Wil- 
lard K. Bush, Detroit, and Linza Phil- 
ips, Oklahoma City. Miss Mary Bye, 
daughter of Joseph K. Bye, secretary of 
the company, sang and Prof. A. Lee 
Henderson of Ohio State University 
gave a talk on “Psychology in Relation 
to Business.” 

Thursday morning an address was 
made by Irving S. Hoffman, manager at 
Los Angeles, who formerly lived in Co- 
lumbus and was a director of the com- 
panv. He introduced W. E. Bilheimer 
of St. Louis, who gave a demonstration 
in salesmanship. He sold more than 
$100,000 of life insurance to the men i 
his audience. Thursday evening the 
agents attended a dinner and a theatr- 
cal performance. 


Good Addresses Friday 


W. Scott Boyenton, superintendent o! 
agencies, presided at the Friday session. 
Dr. Felix E. Held of Ohio State Uni 
versity gave a talk on “Business Com- 
munications.” W. H. Hecht of Celina, 
president for three years of the $100,000 
Club, organized a $200,000 Club with 16 
members. Later a $300,000 Club ' 
planned. Mr. Hecht has demonstrated 
what a life insurance agent in a smal 
town can do. Auglaize county, O., has 
just been added to his territory. . 

Manager Shafer told of the plans tor 
the Sarver-Anniversary campaig™ 
George Hayden of Newark told how © 
write new business on old policyholders 
and related some experiences of his 0 
fice in this connection. Mansur B. Oakes 
of Indianapolis, with the use ol om 
gave a very interesting character analy 
sis and demonstration of salesmanship. 
R. E. Boller, who some months ago 0° 
charge of the agency in Dayton, 0 
about the use of the mails in writing 
life insurance. H. A. Hopf, management 
engineer of New York, and formerly ~ 
insurance writer, told of the plans wl 
the company’s new building now ™® “ 
course of construction. An insures 4 
agent, he said, is an ambassador “ : 
disciple, an ambassador of hope we 
disciple of protest against the pres 
evil and sordid conditions that make 








insurance necessary. 
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ANOTHER ENTERS FIELD 


TO INSURE SALARY DEDUCTION 





New York Life Joins Those Now Writ- 
ing This Class of Business for 
Employes 

Added impetus will be given the sal- 
ary deduction plan of life insurance, 
which has recently grown in popularity, 
hy the entry of the New_York Life into 
this field. The New York Life an- 
nounced this week that it will write the 
salary deduction plan tor individual lim- 
its of $5,000 without the full medical 
examination being required. The indi- 
vidual policies will be issued and short 
form of medical examination will be 
used where the applications do not call 
for more than $5,000 on one life. In 
such cases, the full medical examination 
will be required. The minimum for the 
direct application of the plan will be 10, 
although smaller groups of employes 
mav be considered upon the presenta- 
tion of data for consideration of the 
home office. 

Limitations Are Given 


If groups of at least 50 apply and 
cover at least 75 percent of the total 
number of employes, a_ satisfactory 
health certificate will be accepted for in- 
dividual amounts not greater than $2,500. 
In larger groups, a lower percentage 
than 75 percent may be accepted with a 
health certificate. A full medical ex- 
amination is required, however, in all 
cases in the 10 states that require this 
examination by law. 

Any policy of the company may be 
selected under the salary savings plan, 
with the exception of term insurance. 
The employes may also take policies of 
different amounts. The company will 
issue amounts of less than $1,000 only 
if the monthly premium is $2.50 or more, 
but the minimum in all cases will be 
$500. Policies will be dated on the first 
or the 15th of the month, at the option 
of the employe. The insurance will be 
considered under the terms of the plan 
from ages 15 to 60, with an advance in 
age for occupation when required. 
Policies will be written with disability 
and double indemnity benefits, where 
such ar. issued under the rules of the 
company. 


New York Life Oregon Meeting 


“Get More Business” wa the keynote 
of the Oregon agency convention of 
New York Life representatives in Port- 
land, Thursday and Friday. The better 
part of the two-day session was spent 
in listening to talks on selling. 

J. W. Day, agency director for Ore- 
gon, presided. C. Norton, agency 
director at Spokane, and A. S. Elrod, 
inspector of agencies for the western 
division, were speakers. 

About 30 Oregon agents, leaders in 
their various divisions in business pro- 
duction, were guets at a special dinner. 


G. W. Anawalt 


George W. Anawalt of Indianapolis, 
who has been serving as field super- 
visor ior the Indianapolis Life for the 
Past year, has organized the George 
Anawalt Agency for the company in In- 
dianapolis, and wil concentrate his 
energies on building his own agency. 
Mr. Anawalt is a well-known young 
business man of Indianapolis, and has 
been identified with sales work for a 
number of years. He has a very suc- 
cestul record for both personal produc- 
tion and agency organization work. 


Death of Marshall Diggs 


ye tneral of former State Senator 
marshall Diggs, president of the Calj- 
fornia State Life, who died at Clara 
Sangre Hospital, Los Angeles, Tues- 
Th, will be conducted at Sacramento, 

ursday. Burial will be at Woodlawn. 
€ was 71 years of age. He is sur- 





| BENEFICIARY CHANGED | 


COURT HOLDS FOR ORIGINAL 





| 
| 
Assured Made Transfer in the Policy | 


Without Knowledge or Consent of 
His Mother 





Beneficiary in Life Policy Who Paid | 
All Premiums Under Agreement With 
Insured That Beneficiary Would Not Be | 
Changed Held Entitled to Proceeds of 
Policy Where Another Beneficiary Was 
decretly Named by Insured.—In Jacob- | 
son vs. New York Life, supreme court | 
of Iowa, 202 N. W. 578, the insured | 
named his mother as beneficiary in a | 
policy, under an agreement with her that | 
ii she would pay the premiums he would 
not change the beneficiary. 

Thereafter the insured obtained pos- 
session of the policy without his moth- 
er’s knowledge or consent and changed 
the beneficiary therein to his wife. Fol- 
lowing this the insured died and the 
mother, the first beneficiary, brought the 
action to recover. In upholding the 
right of the mother to recover, on the 
ground that she had a superior equitable 
right to that of the wife, the court said: 


Mother Could Recover 


“It is apparent, from the evidence in 
this case, that the transaction between 
the mother and the son, at the time this 
policy was delivered to her, amounted 
to a contract; that is to say, the son, 
recognizing the right under the policy 
to change the beneficiary at any time 
he saw fit, contracted with the mother 
that in consideration of her paying the 
premiums of his policy that he would 
not exercise that right and change bene- 
ficiaries. 

“The evidence shows that the mother 
paid all the premiums that were paid 
on this policy in pursuance of this con- 
tract or understanding on her part. This 
was the moving consideration on her 
part to support the contract, and, in an 
equity court at least, creates the right 
on her part which will be enforced as 
against ali persons not having a su- 
perior equity. * * 

“We conclude that the transaction be- 
tween the mother and son, heretofore 
related, which was ‘carried out by the 
mother, created in her a superior equit- 
able right which she is entitled to en- 
force herein as against the wife, who, 
so far as the change of beneficiary was 
concerned, was a mere volunteer.” 


Big Business for Day 


The results in the ten day testimonial 
campaign in honor of President W. A. 
Day of the Equitable Life of New York 
April 1-11 resulted in 32,936 applications 
for $130,382,693 of new insurance. This 
exceeds by $23,000,000 the entire busi- 
ness of the Equitable for 1910, the year 
before Judge Day became president. 

In March the issued business of the 
Equitable was over $100,000,000 which 
was the largest of any month in its 
history with the single exception of 
April of last year. Its paid business 
during March was the largest of any 
month in the Equitable’s history, except 
the last three Decembers. On April 
14, there were completed, issued and 
forwarded to the field 4,382 policies for 
$10,645,600 insurance. 


Reports 600 Percent Gain 


The National Savings Life of Wichita, 
Kan., reports a gain of 690 percent in 
new business during March, compared 
with the March of 1924. The company, 
though only three years old, now has 
over $5,000,000 in force, and is rapidly 
growing. During March the new busi- 
ness increase made a phenomenal record, 
credited by Vice-President L. A. Boli, 
Jr., to the improved conditions in the 
middle west and also the improved effi- 
ciency of the agency force. The assets 
of the company have increased 59 per- 





vived by his widow and five children. 





cent during the past year. 
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LIFE ACCIDENT HEALTH 


1924 shows a material increase in 
ASSETS, SURPLUS and INSUR- 
ANCE IN FORCE. 





Extension in Agency Development 
in Nebraska, Illinois, Arkansas, 
Texas, California, Washington, 
Wyoming, Colorado, Missouri and 
Kansas, with Home Office appoint- 
ments as District Managers make it 
worth while for men who can qual- 
ify with clean records for Districts 
still open in the above territory. 


Address in Confidence 


THE 
LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building 


TOPEKA, KANSAS 


The History of the Liberty Life | 














Is _a Record of Promises Kept. 
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q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


q Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


@ Check up our record. 
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WHOLE TEAM COVERED 


WRITES INSURANCE ON “REDS” 
L. S. Cramer of the Prudential Closes 
Important Deal with the Cincin- 
nati Baseball Aggregation 





Louis S. Cramer, of the ordinary gen- 
eral agency of John R. Irby of the Pru- 
dential in Cincinnati, has just closed 
$500,000 insurance on the members of 
the Cincinnati baseball team. The 
amounts issued on the lives of the dif- 
ferent players range from $5,000 to $50,- 
000. ° 

After the business insurance was ar- 
ranged for, $10,000 on each player was 
issued and several of the players took 
this amount on their own account. The 
owners of the club saw the wisdom of 
protecting some of the value tied up in 
its players which it would lose through 
their death. 


Cerf Agency Moves 


NEW YORK, Apr. 23.—The L. A. 
Cerf agency of the Mutual Benefit Life 
in New York city took advantages of 
the free time Saturday afternoon and 
Sunday to move from its old quarters 
at 135 Broadway to the sixth fifloor of 
the Chatham National Building 11 John 
St. The agency occupies the entire 
floor about 4,000 square feet and it is 
thought that there is space to increase 
to double the present volume of busi- 
ness. 


Shera Back of Bill 


A drastic anti-twisting life insurance 
bill has been introduced in the Illinois 
senate by Senator Kessinger, chairman 
of the insurance committee. This bill 
is championed by J. W. Shera, Chicago 
manager of the Guarantee Fund Life 


TRAVELERS’ NEW DEAL 


POLICYHOLDERS MONTH PLAN 





During June Any Assured in the Com- 
pany up to Age 55 Can Get 
Liberal Treatment 





The Travelers will ceebrate June as 
policyholders month by offering to 
every policyholder not over 55, without 
medical examination insurance up to 
$10,000 irrespective of the date of the 
previous examination. This is a most 
liberal offer as heretofore privilege has 
been restricted to policyholders who 
had been examined within two years. 
Of course the company reserves the 
privilege to reject any application that 
appears unfavorable and to require a 
medical examination in any individual 
case when it is deemed advisable. 


Hearing on Northern States Merger 


Commissioner Wells of Minnesota has 
fixed May 12 as the date for a hearing on 
petition of the Northern States Life of 
Minneapolis and the Northern States 
Life of Hammond, Ind., to have the 
latter take over the business of the 
former, The Indiana company will as- 
sume all policy liabilities of the Minne- 
apolis company under a contract agreed 
upon between the two companies. 

Berkshire Life 

An increase of more than 35 percent 
in the appropriation for dividends for 
1926 has been authorized by the direc- 
tors of the Berkshire Life. The in- 
creased scale will apply to all old in- 
surance as well as to that issued this 
year. Details will be made public within 
a few days, it is announced. 


James A. McVoy, president of the Cen- 
tral States Life, visited the Marmaduke 
Corbyn agency at Oklahonia City during 
the week.. 





of Omaha. 











Vice-Pres. and Treas. 





Southland Life 


Advantageous agency contracts open to men } 
of ability and integrity in 
INDIANA 
TENNESSEE 
MINNESOTA R 


Our standards are high, our requirements 
strict, but we can offer remunerative and 
1 pleasant agency connections to the right men. 


CLARENCE E. LINZ 


Insurance Co. 
DALLAS, TEXAS 
HARRY L. SEAY, President 


Insurance in force 


$90,000,000 
Admitted Assets 


$9,700,000 


Agency Manager 











vertisement Greater Value Than Two 
vertisements?” 


manship Ideas,” William Barnhart, Na- 
tional Surety, New York. 


appointed state manager of the Central 
es of Chicago, which recently entered 
hio. 


the Provident Mutual Life has just left 


RECORDS IN NEW YORK 


LARGE BUSINESS LAST YEAR 





Company Leaders By Classes in the 
State—Total New Insurance Was 
$2,290,878,365 





The New York department prelimi- 
nary report shows that the New York 
state companies wrote in new business 
last year in New York, $735,797,627. 
There was terminated by these com- 
panies $277,316,473; the insurance in 
torce being $3,827,713,851; increase 
$458,481,154. The companies of other 
states wrote $741,933,762 in new business 
and terminated $290,729,299 and have in 
force in New York $3,925,541,882, gain 
$451,206,302. There was written in group 
business in New York by all companies 
last year, $323,057,810; terminated, 
$177,858,279; in force, $738,383,327; gain 
$145,339,165. The industrial business in 
New York last year amounted to $490,- 
089,166, terminated $222,965,789; in force 
$2,176,065,922; gain $267,133,951. This 
makes a total of new business including 
group and industrial, in New York State 
written last year, $2,290,878,365 and 
there is in force, $10,667,704,982. 


Leaders in the State 


The companies in New York State 
that wrote over $10,000,000 in new or- 
dinary business are as follows: Equit- 
able of New York, $184,741,166; Guard- 
ian Life $10,372,640; Metropolitan, $259,- 
500,476; Mutual Life, $79,491,069; New 
York Life, $172,228,803; Aetna Life 
$57,102,272; Connecticut General, $25,- 
521,522; Connecticut Mutual, $25,599,397; 
John Hancock, $58,644,479; Massachu- 
setts Mutual, $30,723,730; Mutual Benefit, 
$43,113,868; New England Mutual, $13,- 
903,619; Northwestern Mutual, $45,157,- 
475; Penn Mutual, $45,131,667; Provi- 
dent Mutual, $13,142,843; Prudential, 
$145,175,386; State Mutual, $12,149,974; 
Travelers, $143,037,064; Union Central, 
$39,234,639. 

The Metropolitan led in new group 
insurance in New York, its figure be- 
ing $130,904,607. The Equitable wrote 
$50,672,381; the Aetna Life $52,319,534; 
the Travelers, $62,987,426. The Pru- 
dential led in industrial, its figure being 
$231,791,484. The Metropolitan re- 
ported, $199,821,459. 


Rounding Out Program 

The program for the Briarcliff meet- 
ing of the Insurance Advertising Con- 
ference now being rounded out and a 
committee has announced that the fol- 
lowing addresses will be given at the 
opening season: 

Address of welcome, Chauncey Depew 
Steel, proprietor of Briarcliff Lodge; 
“The Effect of the New Postal Rates 
on Insurance Advertising Distribution,” 
. Reddal, Equitable Life, New 
York; “Possibilities of the Radio,” Lu- 
ther B. Little, Metropolitan Life, New 
York; “Use of Window Display Space 
in Agencies,” Arthur Freeman, Window 
Display Advertising Service, New York; 
“Checking Up on Newspaper Advertis- 
ing Done by Agents,” Stanley F. Withe, 
Aetna Life and affiliated companies, 
Hartford; “Comparative Value of Ad- 
vertising Space—Has a Full Page Ad- 


Half Page or Four Quarter Page Ad- 
Leon Soper, Phoenix 
Mutual Life, Hartford, and “New Sales- 


Fred E. Lampman 
Fred E. Lampman of Toledo has been 


Linton on Coast Trip 
Vice-President M. Albert Linton of 
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LAUNCH NEW COMPAny 





BROOKLYN NATIONAL FORwmpp 


Last Week Showed $200) 


Company Ready Without Organi. 


zation Expense 





NEW YORK, April 22.—A new fi 


was officially launched in Ney 
week, when the Organization 


meeting of the Brooklyn National Life 
was held at the Montauk club in Brook. 
lyn, Wednesday evening. A number oj 
notables were among those present at 
that meeting, including Superintenden; 
Beha of the New York department, Jus. 
tice Hagarty of New v , 
court and Griffin M. Lovelace of th 
University of New York. 


ork supreme 


Capital Is $200,000 


The Brooklyn National Life is incor. 
porated under the laws of New York 
with a capital of $200,000 and a surplus 
of $300,000, fully paid. The entire stock 
and surplus had been subscribed by the 


100 or more present at that 
No promotion expense will be 
: ni It is ex. 
be in a position to write busi- 


ness by next fall. 
m3 list 
rooklyn National Life includes Ge 
W. Baker, William R. Bayes, oom 
United States Senator William M. Cal- 
der, Harry M. DeMott, James S. Gra- 


of incorporators of the 


Frank D. Jennings, Gabriel 


Lowenstein, Nathaniel H. Lyons, Man- 


ler, Charles J. Obermayer, 


president of the New York State Say- 
ings Bank Association, Frederick W. 
Rowe, Thomas H. Roulston, G. Foster 
Smith, Arthur S. Somers, president of 
the Brooklyn Chamber of Commerce, 
and Meier Steinbrink. 


Made Excellent Record 


The West Coast Life stood ninth out 
of 64 companies operating in Oregon in 
1924, in volume of new ordinary insur- 


for during the year. With a 
of $2,371,348, the West Coast 


Life led all other western companies in 
the state with the single exception of 


company, the Oregon Life. 
companies producing more 
Oregon than the West Coast 


Life, all were organized more than 40 
years before its inception, with the 
single exception of the home company. 


Coast Life led all California 
in Oregon with a production 


60 percent greater than any of them. 
In Washington the West Coast Life, 
with a production of $1,718,718 of ordi- 
nary insurance, stood 23rd out of a total 
of 64 companies operating in the state. 
It led all other California companies in 
the state by a wide margin, with the 
single exception of the Pacific Mutual. 
It stood fifth among all western com- 
panies operating in the state. 


California Assessment Concern 


The Central California Mutual Life 
& Benefit Association of Santa Rosa has 
completed organization and received its 
California license. i 
write life insurance on the assessment 
plan. 


The association will 


Holds Up A. I. A. License 


The Wisconsin department will not 
renew the license of the American In- 
surance Union of Columbus, O., 
definite information on contract costs 
of a proposed new home office building 
to be erected at Columbus has been 
supplied, 
nounced Saturday. 
ance laws limit to 20 percent of ad- 
mitted assets the amount that may be 
spent by a foreign insurance company 
for erection of a home office building. 
Following investigation of reports that 
the American Insurance Union is Vv! 


unti 


an- 


Commissioner Smith 
insur- 


Wisconsin 


Philadelphia for a trip to the Pacific|lating this provision of the state 
Coast for the inspection of the com-| statutes, Mr. Smith failed to renew its 
pany’s agencies in that district. license. 
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GOOD SPEAKERS LISTED 


———$] 


CONGRESS AT CHATTANOOGA 





Excellent Program Arranged by Ten- 
nesee Life Underwriters for Gather- 
ing May 15 





CHATTANOOGA, TENN., April 23. 
—Arrangements are being completed 
for the sixth annual sales congress of 
the Tennessee Association of Life 
Underwriters, to be held in this city 
May 15. ; 

Thursday night, May 14, preceding 
the opening of the congress, a managers 
conference will be held at the Hotel 
Patten, presided over by John Marshall 
Holcombe, Jr., manager of the Life In- 
surance Research Bureau. A _ round 
table discussion of general inurance 
problems will take pace at this gather- 
ing. The sessions of the congress will 
be hed at the Chattanooga Golf & 
Country Club. An extensive program 
of entertainment has been arranged for 
the visiting agents. 

Expect 300 to Attend 


Local insurance men report that 
there will be about 300 out-oftown 
-delegates here for the congress. Most 
of the delegates will come from Nash- 
ville, Knoxville and Memphis. 

The program will include an address 
by E. Paul Huttinger of the legal de- 
partment of the Penn Mutual, on 
“Taxation as an asset in Solicitation.” 
B. U. Daroy, general agent of the Mas- 
sachusetts Mutual at Baltimore, will 
speak on “Life Insurance, the Ideal 
Profession,” and John M. Holcombe, 
Jr. on “The Every Day Life of the 
Life Insurance Agent.” Other speakers 
from Nashville, Knoxvile, Memphis and 
Chattanooga will appear on the pro- 
gram. 

The local insurance agents arranging 
for the congress are Edmondson 
Smartt, Tom Landress and W. C. 
Stacey, president of the local associa- 
tion. 


California State Life Contest 


_The California State Life started a 
six months sterling silver contest April 
1, Valuable prizes wil be given for 
volume, lives insured, and amount of 
first year premiums secured. Prizes 
wil also be given to each field man who 
makes the monthly honor roll from 
April to September inclusive. This re- 
quires $10,000 paid for business each 
month. Fifty member have qualified for 
membership in the El Capitan Club for 
the year ending March 31. This re- 
quires $125,000 paid for business a year. 
The club member will be guests of the 
company at the anual convention at 
Coronado Beach, July 6-10. 





Actuarial Department Changes 


Oliver D. Weed has been appointed 
manager of the actuarial department of 
the Provident Mutual Life at the home 
office in Philadelphia. C. E. West has 
been made his assistant. 


Ohio National Enters Florida 


The Ohio National Life of Cincinnati 
is entering Florida. 





Life Agency Notes 


Leeouslas, Sanders, formerly with the 
-. % & Lowry general agency at Ma- 
n, Ga., for the Union Central Life, will 


open a district o 
Union Central. fice at Augusta for the 


0. N. Gaylord, a 
, aged 83, has just joined 
pe lee Angeles agency of the Provident 
fon ~ Life. He is an old-timer at writ- 
nsurance and has previously been 


omuated with the Provident’s Cleveland 


: to become 
ame company with 
headquarters at Atlanta under Manager 
nad previous! 
Served the Mutual Life as agency cnahion. 


EXTENDING OPERATIONS 





TO WRITE LIFE IN CANADA 





Prudential Assurance of London Enters 
Canada to Write Life—Will Collect 
on Transferred Business 





The Prudential Assurance of London 
has applied for a license to write life 
insurance in Canada. H. H. Redman, 
assistant manager of the company, ar- 
rived in New York last week and left 
for Canada Tuesday. 

He stated that the company was in- 
duced to enter Canada for life business 
primarily by the fact that so large a 
number of British policyholders have 
migrated to Canada and that it is de- 
sirable to open offices to collect renewal 
premiums. 

Will Write Ordinary Business 


It proposes to write ordinary busi- 
ness, but will not open industrial offices, 
at least for the present. A visit by one 
of the actuaries of the company will be 
made and after his return to the home 
office, plans will be perfected. The com- 
pany has been writing fire insurance in 
Canada for a year and a half and ex- 
pects to utilize its present agents in 
writing life insurance as far as possible. 

The Prudential is one of the great 
companies of Great Britain, having been 
organized in 1848, and is one of the 
principal pioneers in industrial life in- 
surance. The Prudential of America 
got its name from this company and 
the Metropolitan established the nucleus 
of its wonderful field force by taking 
a number of Prudential of London 
agents to teach its people here the 
weekly industrial method of handling 
business. Its Dec. 31, 1924, statement 
shows assets of £171,049,265. 

H. H. Redman, assistant manager of 
the Prudential, arrived in Montreal this 
week on a visit to the Canadian head 
office. Mr. Redman will visit thé chief 
Canadian centers, accompanied by Ken- 
neth Thom, manager for Canada, after 
which Mr. Redman will leave for New 
Zealand, South Africa and Australia, 
inspecting the company’s plant in those 
countries. 


Chart Is Shown on 
Best Method to Use 
on Division of Time 


T a recent managers’ conference in 

the Minnesota Mutual Life a chart 
was exhibited. Over the top was writ- 
ten: 

“Each day of my life 

It is mine, 

It contains 24 hours, 

Eight hours for my business; eight 
hours for rest and refreshment; eight 
hours for self improvement and fellow- 
ship.” 

Under the .eight hours for business 
was placed the sub-head, “Income De- 
rived from My Business.” Under this 
head 65 percent is allotted for living 
expenses, 10 percent for protection to 
the family, 5 percent for education and 
advancement, 16% percent savings for 
the future. 

Under the time spent for recreation 
and refreshment, the subheads are 
health, physical power and active mind. 

Under the time spent for self im- 
provement are the sub-heads, mental de- 
velopment of my life, business and 
science, good fellowship, character and 
brotherly love, philosophy and religion. 


Lacy Is Busy Man 


Second Vice-President O. J. Lacy of the 
Minnesota Mutual has returned to the 
home office after a month’s trip in the 
south and east visiting old agencies and 
establishing new ones. Immediately upon 
returning home he and J. Arthur Williams, 
Minneapolis manager, departed for Fargo, 
N. D., to attend a meeting of the com- 








ny’s North Dakota agency force, under 
Cc. H. Simpson, state manager. 











ATTENTION, EXECUTIVES! 


Opportunity for Business Expansion 


There is a wealth of possibilities in continental Europe for 
old established American insurance companies. A definite 
and unmistakable demand has developed for insurance com- 
panies, the stability and integrity of which is unquestioned— 
and Europe is looking to America for such companies. 


One of the oldest brokerage concerns in Europe, well estab- 
lished and with strong financial backing is ready to represent 
a few American life companies in this field. 


Communicate immediately with 


DAVIS & CO. 


76 West Monroe St. CHICAGO 




















THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and successful 
business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 
_ 





34 Nassau Street, New York 














We have sin Ala., Ark., Dela., D. S, Fla., Ga., Ill, Ia., Kans., Md., Mich. 


inn., N. M., N. C., Okla., 8. D.,'W. Va. and Wyo. 
Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 








plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 

Standard and Substandard Risk Contracts, i. ¢. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 














Ninth in the U. S. A. 


In 14 years this Company developed an accident 
and health business that placed it in 9th place 
among all the companies of the United States in 
amount of disability claims paid. And it is now 
making equal progress in the development of the 
Life Insurance Department. 


BUSINESS MEN’S ASSURANCE 
COMPANY 


KANSAS CITY, MISSOURI 





W. T. GRANT, President 
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SOME RECENT COURT CASES THAT 
INVOLVE LIFE INSURANCE 





Where life policy was payable to “chil- 
dren,” held grandchildren surviving de- 
ceased child not entitled to participate.— 
In Bailey vs. Jerome, et al., supreme 
court of South Carolina, 125 S. E. 29, 
the insured carried a policy payable to 
his wife “for her sole use, if living, in 
conformity with the statute, and if not 
living, to their children, or their guard- 
ian, for their use.” The wife pre-de- 
ceased insured, and there was left a 
daughter and four children of a deceased 
daughter and son. ’ 

The question then arose as to the right 
of the grandchildren to participate in 
the insurance, in view of the language of 
the payable clause of the policy. The 
circuit court in rendering a decree, which 
was affirmed on appeal, in which it was 
held that the grandchildren were not 
entitled to participate in the insurance 
money, said: 

“The question of law, upon which this 
payment of the alleged interest of the 
two minor grandchildren stated, is as to 
whether the word ‘children’ quoted from 
the policy included grandchildren, as 
well as child or children living at the 
death of the insured. * * * 

“Opposing counsel have presented 
cases from other states in which the 
point now made has been decided; under 
the line headed by the New York de- 
cisions, the grandchildren, defendants 
herein, have no interest. Under the line 
headed by the Connecticut decisions, the 
decision would be the other way. * * * 

“Tam * * * moved to adopt the 
New York rule, not because the law of 
New York is the law of the forum, but 
as throwing much light upon the law 
which the contracting party, the insur- 
ance company, must have in mind and 
desired to be governed by; because it 
is a New York corporation, contracted 
in the light of the law of its domicile, 
and so expressly stipulated in the con- 
tract.” 

* * * 


Material false statements of insured 





held to avoid policy where insurer did 
not specifically know them to be untrue. 
—In Missouri State vs. Dossett, court 
of civil appeals of Texas, 265 S. W. 254, 
payment of two life policies of $10,000 
and $15,000 respectively on the life of 
A. J. Dossett was contested on the 
ground of alleged false and fradulent 
answers made by the insured in his ap- 
plication. 

In the answers to questions in the ap- 
plication the insured stated that he had 
not been declined for insurance, had suf- 
fered no injuries, disease, or accidents 
since childhood, that no physician had 
ever found sugar, albumen or casts in 
his urine, and that he was in good health 
at the time of the application. The 
policies in question were issued Feb. 26, 
1921, and the insured died Dec. 31, 1921. 

Upon the trial of the cause the evi- 
dence showed that beginning with 1910, 
to 1920 the insured had been refused in- 
surance in a number of companies, that 
he had been examined many times by 
physicians and they had reported that 
his urine showed casts; that this was 
the reason for his repeated rejection for 
insurance. 

The beneficiary, however, contended 
that the answers to the questions in the 
application were not material, and were 
not complete and full; and further that 
the company knew the answers made 
were not full and complete, as it made 
an independent examination of the in- 
sured prior to issuing the policies, which 
should render it liable on the policies in 
any event. In denying these conten- 
tions and holding there could be no re- 
covery on the policy, under the facts as 
outlined, the court said: 


Language of the Court 


“We think it is unquestionably true 
that the questions asked were, as a mat- 
ter of law, material to the risk. Mr. 
Dossett himself had been informed that 
rejections by one company would likely 
cause rejections by others. He himself 





had been told, less than a year before 
the applications in this case were made, 
by Dr. Brumby of the Amicable Life 
that the frequent appearance of albumen 
and casts in the urine was cause for re- 
jection. Where an applicant for insur- 
ance has been rejected time and again 
over a period of ten years by reason of 
albumen and casts being found in his 
urine, it could not be said, and reason- 
able minds could not differ on the ques- 
tion, that the information with reference 
to said matter was very important and 
unquestionably material, and the con- 
cealing of said information, whether in- 
tentional or not, would vitiate the 
policy. * * * 

“The record does show that the appel- 
lant [insurance company], before it is- 
sued the policies, had four different ex- 
aminations made of Mr. Dossett’s urine 
and each of them was clear; but it could 
not be said under the circumstances in 
this case that because of the investiga- 
tion which appellant made, and the effort 
it put forth to obtain the true condi- 
tion, it thereby waived the false or un- 
true statements and misrepresentations 
made by the applicant for insurance. If 
that were the rule, then insurance com- 
panies could not afford to make individ- 
ual investigations. It is not a sound 
doctrine to say that, because the insur- 
ance company made an individual in- 
vestigation, it waived the statements as 
made by the assured. Under the facts 
of this cause, appellant is entitled to a 
recission of the contract made * * * 
and is entitled to a cancellation of said 
insurance policies.” ' 

* * * 


Effect of Non-Payment of Quarterly 
Instalment of Yearly Premium—Bene- 
ficiary sued on policy issued on life of 
her deceased husband. The policy pro- 
vided for annual premium but gave op- 
tion to insured to pay it in quarterly in- 
stalments, such payment to continue 
the insurance for the time paid for, bal- 
anee of any year’s premium unpaid to 
be deducted in any settlement or claim 
thereurider. Insured received policy and 
paid first quarterly instalment. He failed 
to pay the second quarterly instalment, 
and was timely notified of failure to pay 
subsequent instalments, as well as of 











ASSETS 


R. S. TIERNAN, President 








Cash on hand and in Banks not at Interest 
Accounts Receivable............... 


a wdie $1,760,803.77 


Terre $1,713,913.06 


Eighteenth Annual Statement of 


The Central Life Insurance Company . 


**THE COMPANY OF ACTUAL RESULTS” 





Home Office: Fort Scott, Kansas . 


First Mortgage on Real Estate.......... $1,063,130.75 Nn TINGE 8 in ives nade ese cane’ $1,533,541.89 
Loans to our Policyholders............... 407,200.58 Disability Claims.................sceeee0. 419.75 

— —_ other Real 122,425.76 Death Claims Awaiting Proofs........... 1,045.00 
U. S. Liberty Bonds (market ‘value)..... 40,500.00 Premiums and Interest Paid in Advance 9,317.61 
Cash in Banks at Interest............... 23,456.84 Reserved for Tawes......ccccccccccscceee 6,500.00 


2,122.94 
41,741.68 
18,495.70 
41,729.52 


46,890.71 





OFFICERS: 
D. SHARPE, Secretary 


Exceptional Agency Opportunities With Real Home Office Co-operation for 


men of Character and Ability 


Pee CRUE BARMONNEOS Soo oid Sv cic cceneccc 20,982.69 
Surplus to our Policyholders 
(Apportioned and Unapportioned).... 


ds Snide bee shiner svdtetnaatee $1,713,913.06 


LIABILITIES 


142,106.12 


J.T. MAYALL, Agency Manager 














a 
forfeiture of policy therefor, long before 
his death. Held that there could be no 
recovery on the policy. Ponder vs, [,. 
mar Life U. S. Dist. Ct. (West. Dig) 
Louisiana. Decided April 6. 
‘2 2 

Denial by Insurer of Liability ang 
Tender Back of Premiums on Life Po). 
icy Held Not Contest Within Meaning 
of Incontestable Clause—In Repala ys 
John Hancock Mutual, supreme coy 
of Michigan, 201 N. W. 465, the com. 
pany issued a policy for $1,000, which 
contained a clause making it incontest. 
able after one year from its date of js. 
sue except for non-payment of pre. 
mium. The policy was issued May 2, 
1921, and the insured died Nov. 18, 1991. 

The company denied liability on the 
ground that the insured had obtained the 
policy by making false representations 
as to his health, and tendered the pre- 
mium back. This was declined by the 
beneficiary, and the latter instituted suit 
on the policy on June 13, 1922. In de- 
fense to this the the company set up 
its prior denial of liability and the ten- 
der back of the premium, taking the 
position that this constituted a contest 
of the policy. In denying this conten- 
tion, and in affirming a judgment in fa- 
vor of the beneficiary the court said: 

“It appears to be settled by many 
federal and state courts that a denial of 
liability and a tender of the premiums 
paid is not a contest within the mean- 
ing of those clauses. * * * There 
would seem to be no injustice in hold- 
ing that the incontestable period is a 
short statute of limitations, which con- 
tinues until the end of the period fixed 
by the contract or statute, and it is not 
interrupted by the death of the insured. 
If the death of the insured occurs within 
the period, it is no great hardship for 
the insurer to file a bill to cancel the 
policy if it desires to make a defense.” 

* * * 


Misstatements Written in Application 
for Life Insurance by Agent Held Not 
to Render Policy Void—In Harrison vs. 
Provident Relief, special court of ap- 
peals of Virginia, 126 S. E. 696, the 
company issued a policy on one Harri- 
son. The application, it appears, made 
out by the agent and in it the residence, 
occupation and other facts pertaining to 
the insured were misstated. hh 

At the time of the making out of this 
application, the insured was in jail 
awaiting his transportation to the state 
penitentiary where he had been set- 
tenced for life for murder. Thereaiter 
the insured died while in prison of tu 
berculosis, and the company denied lia- 
bility on the ground of misstatements 
in the application. In denying the right 
of the company to set up these mis 
statements, where it appeared that net 
ther the beneficiary or the insured wes 
responsible therefore, the court used the 
following language: 

Quotes Missouri State Case 


“In Pfiester vs. Missouri State Life, 5° 
Kan. 97, 116 P. 245, the court said: 
“‘It is well settled that, where = 
agent of an insurance company —— 
out an application for insurance 1s ¢u 
informed as to facts and fails to = 
them in the application, the actus 
knowledge of the agent will be held to 
be the knowledge of the company, , 
“We have no difficulty in reaching th 
conclusion that neither misstatements 
nor concealment on the part o! = 
company’s agents could affect the P 4 
tiff, unless he was in some wise respon” 
ible therefor, and that the evidence falls 
to show such responsibility. _ a 
“The situation is readily um he 
standable. This father, prior to vk 
conviction of the son, had carried a S$! : 
benefit policy on his son's health. ~- 
says that after the conviction he be 
sumed that the state and not erg 
would have to care for him in —_ . 
illness, and so, for that reason, pen ne 
policy was permitted to lapse, ane ° 
one in judgment taken out. 
*x * — 
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d more than seven years prior 
appcommencement of suit. The certifi- 
cates, however, contained a stipulation 
that such absence or disappearance 
should not be regarded as evidence of 
death. Held there could be no recov- 
ery. In the absence of statute, the 
parties could stipulate that the common 
law presumption of death would not en- 
title beneficiaries to recover. Thomas 
ys. Sovereign Camp, Woodmen of the 
World. Sup. Ct. Tennessee. Decided 


April 11. ss a 
Clause As to Extended Term Insur- 
ance Construed—The insured had failed 
to pay his third premium, and two 
months later the insurer accepted his 
note for same, payable one month there- 
after. With the exception of a very 
small part, this note was never paid. 
In the following year, another premium 
fell due and also was not paid. The 
policy provided for extended term insur- 
ance for amount of cash surrender value 
less any indebtedness due insurer. In 
this case, after deduction of insured’s 
indebtedness from the cash value, the 
result was minus quantity. Held there 
could be no recovery on the policy. Pa- 
ciic Mutual Life vs. Davin U. S. 
C.C. A. 4th Circuit. Decided April 14. 
* *£ 2 


Words “to rob insured by force” in 
accident policy held not to apply where 
crime committed was burglary. —.In 
Clum vs. New Amsterdam Casualty, su- 
preme court of Pennsylvania, 126 Atl. 
810, the company issued an accident 
policy which contained the following 
clauses bearing on when the company 
would be liable for injury or death of 
the insured: 

“Burglar. H. While insured is de- 
fending himself against an attack of a 
burglar or robber, who is attempting to 
rob the insured by force.” 

Where the above clause applied the 
company bound itself in the sum of $2,- 
600. Where, however, the following 
clause applied the liability would only 
be $50, for example: 

“General Death. Q. Should the in- 
sured sustain such injuries not occur- 
ring as specified in any of the foregoing 
paragraphs A. to L inclusive, but which 
shall be the sole cause of the death of 
the insured * * * then * * * the com- 
pany will pay to the beneficiary $50.” 

Decide for Policyholders 


The insured was stabbed to death in 
a bedroom of her house; there was no 
evidence of a struggle; the insured cus- 
tomarily carried large sums of money 
on her person, and no money save some 
loose change was found with the body. 

“On this state of facts, the insurance 
company contended that, in view of the 
clauses quoted above, it would not be 
liable for the greater sum unless it ap- 
peared that the insured was killed by a 
burglar and also that the burglar was 
attempting to rob her by force; and 
since there was no evidence of a strug- 
gle to prove this, there would be no 
liability for the greater sum. In con- 
Struing the terms of the policy and hold- 
ing the insurance company liable for the 
larger sum the court said: 

We do not construe the policy as 
meaning that if death is caused by a 
burglar, it must be further shown that 
he attempted to rob the insured by force. 
We hold that the latter words, ‘to rob 
the insured by force,’ apply only where 
the crime committed is robbery and not 
burglary, The use of force inheres in 
the definition of the crime of robbery 
ery, law, but not in that of burg- 
dentine and entering the deceased’s 

wening to commit any felony what- 
‘ver made the intruder a burglar, and 
haming this crime in the policy carried 
it no implication of the presence 
doves im its commission. The clause 
‘whil ed two possibilities of death, 
: ve insured is defending himself 
aint at attack of (1) a burglar; or 

“) robber, who is attempting to rob 


- insured by force.’ This being so, 
Plaintiff was entitled to recover, as 


She did, the larger indemnity . 
Vv the Policy.” y provided 








DECISION FOR DUFFIN 





WINS IN COURT OF APPEALS 





Opinion Holds That Charges Should Be 
Withdrawn in Mercantile Collec- 
tion Agency Case 





LOUISVILLE, KY., Apr. 21.—The 
Kentucky court of appeals today rein- 
stated Judge James R. Duffin, president 
of the Inter-Southern Life, who is also 
a prominent Louisville attorney, as a 
member of the Kentucky bar. A lower 
court some weeks ago disbarred Mr. 
Duffin for one year on charges of un- 
professional conduct brought, it is al- 
leged, by a personal enemy of Mr. Duf- 
fin and with evidence from a discharged 
employee. The entire court was in ses- 
sion today and the decision read by the 
chief justice states that all charges 
against Mr. Duffin should be withdrawn 
in the opinion of the court. Some weeks 
ago hearing of this case was advanced 
by representations that Mr. Duffin was 
head of life insurance company and that 
harm to policyholders’ interests would 
result if the case was placed on the cal- 
endar in regular order. 


Knew Nothing of Transactions 


The charges grew out of transactions 
of a mercantile collection agency. A 
lower court held that although Mr. Duf- 
fin knew nothing of the transactions, he 
was responsible for them as president 
of the agency. These transactions had 
no connection with the Inter-Southern 
Life, but were just of the attack made 
on Mr. Duffin by certain enemies. At- 
tacks were also made on him as presi- 
dent of the life company and the com- 
pany asked for an examination by the 
Kentucky insurance department. This 
examination is now being made for the 
department by Ernst & Ernst, certified 
public accountants. 

Commenting on his victory in the dis- 
barment proceedings Mr. Duffin said: 

“I understand that the court of ap- 
peals gave a sweeping opinion in my 
favor, It was just what I expected and 
I am very happy about it. I have no 
further statement to make at this time.” 


Announce Commission Change 


NEW YORK, April 22.—President 
Duffield has announced that the Pruden- 
tial will pay the full first year commis- 
sion on the excess of the premium of 
the modified life policy the sixth year 
over the premium af the fifth year, fol- 
lowing the recent decision by Superin- 
tendent Beha that such payment is not 
in conflict with the insurance law. The 
increased payment will be made in con- 
sideration of the services rendered by 
the agents in keeping the insurance in 
force and especially in preventing lapses 
when the insurance in premium occurs 
after the fifth year. At the company’s 
biennial convention in January Presi- 
dent Duffield announced that the com- 
pany was willing to pay the full first 
year commission on this excess, but that 
the matter would have to be held in 
abeyance until the ruling of the depart- 
ment. 





Many Agents ‘Qualify 


More than 100 agents of the Equitable 
of Iowa have qualified for the annual 
convention to be held at Asbury Park, 
N. J., July 14 and 15. 


Equitable Sets New Record 


A new high record of number of ap- 
plications written and volume of insur- 
ance applied for was established by the 
agency force of the Equitable of New 
York during the first ten working days 
of April which were set aside as.a testi- 
monial to President William A. Day, 
with 32,936 applications for $130,382,693, 
an increase of more than $23,000,000 
over the paid business for the full year 
1910, the year before Mr. Day became 
president. 
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PITTI 


Large enough to merit its national prestige 
and to effect natural economies of operation. 


Small enough, compact enough, so that 
the individual agent and the individual case 
are never lost sight of. 


Old enough to be rich in its depositories of 
experience and able to be guided by the past. 


Young enough to be fully abreast of the 
times in providing ultra-modern insurance 
protection. 


*‘A Policy You Can Sell’’ 





$5000 Any Natural Death 
$10000 Any Accidental Death 
$15000 Certain Acc. Deaths 
$50 Weex.y Accident Benefits 





Especially good openings in 
various cities at the 


present time. 














Concord — 





UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


New Hampshire 


Inguire! 














pringfield Life Insurance Company 


HOME OFFICE: ° 


George Hawkins Supt. Agencies 


A MuTuac LeGac Reserve Lire InsuRANCE CoMPANY 
SPRINGFIELD, ILLINOIS 





AGENTS WANTED 











We offer to Agents who CAN— 
(1) Liberal first year commissions 
(2) Liberal renewalse—thus insuring a permanent income 
(3) Actual—not promised—h 
(4) Large actual prospect lists 





office co-operation 


Business in Force $80,000,000 


A. L. Hereford, President 


Springfield, Ill. Springfield, III. 

















OUR FIELD 
million and « 





Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 


good man. 
We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are “‘hard- 


boiled’’ on advances. 


OLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 


S. M. CROSS, President 
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ELIASON SHOWS THE ADVANTAGE OF 
STICKING TO ONE LIFE COMPANY 





SHORT CUTS O. ELIASON, of St. Paul, Minn., 
A state manager for the Minnesota 

* Mutual Life and former president 

of the National Association of Life Un- 
derwriters, one of the leading general | commission. 
agents of the country, spoke before the 
managers’ conference of his company. 
Mr. Eliason laid stress on the desirabil- 
ity of a man sticking to one company f 
and not be drifting around allured by | enough business to establish a recor; 


and GOOD WILL 


Neither a satisfactory nor an enduring rela- 
tionship of good will between a business and its 
patrons: is created on the basis of short cuts or 


other offers. 
expediency. 





For seventy-nine years we have been building 
the good will structure of good service upon which 
our present progress is founded. 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 


Hartford, Conn. In fact, Mr. 


nesota Mutual. 











by offers from other companies. 


the full first year premiums to be paid 
to him as a general agency commission. 
He has been with the Minnesota Mutual 
during his entire insurance career. 
started as a part time man, a banker, in 
Montevideo, Minn. He wrote part time 
business and after E. W. Randall was 
elected president of the company, he 
decided to give all his time to the Min- 


He 


was the first man with whom Mr. Ran- 
dall contracted. Mr. Eliason said that 
many good life insurance men in their 








Just As They Thought 
50 Years Ago 


Union 


Ceniral 





Building 




















The other day I was digging through 
some very old magazines and came across 
this. It was in a copy of the “Industrial 
Monthly” Magazine, published 50 years ago. 
Commenting on the Union Central’s Eighth 
Annual Statement (made public January 1, 1875) the article said: 





“Its present sagacious management, careful selection of 
risks, judicious investment of funds, combined with proper 
scientific skill, will make the Union Central a great Company.” 


Today the Union Central enjoys the complete confidence of its 
339,000 satisfied policyholders. With more than one billion dollars of 
insurance in force and an investment system that has been tested 
through half a century of conservative experience, the Union Central 
enjoys a position of enviable prestige among her sister companies. 

The prophecy has come true. 


The Union Central 


Life Insurance Company 


AMOUNT 


AGE LIMITS 
$500 — $500,000 


10—65 CINCINNATI, OHIO 














General Agent Should Fix Mark 


for his men to shoot at. Mr. Eliasop 


He said that every successful man in | Said that a man in entering life ingy. 
the life insurance business is besieged | 2mce work should aim to make enough 
Mr. | Money not only to enable him to buy 


Eliason said that he had had offers of | the bare necessities of life, but he should 





make enough to gain some satisfaction 
out of his mode of living and be cop. 
tented. He made the frank and em. 
phatic statement that a producer mus 
stick to one job, if he is going to be 
successful. First of all he should re. 











A. 0, ELIASON, St. Paul, Minn, 
State Manager Minnesota Mutual 


solve to be a life insurance man. He 
should not turn his attention to other 
activities. 

Should Be a Specialist 


He should tie himself to one company 
and keep out of the general insurance 
business. A general agent he said 
should know his field thoroughly and 
the conditions throughout its entire ex- 
panse, in order to take advantage of any 
change. It may be that one section of 
the field is prosperous and another is 
not. He must know his field by occupa- 
tion and industry. He must know what 
lines of activity are prospering and must 
| know when to hit them hard. 


Should Turn a Deaf Ear 


Mr. Eliason said that a life man 
should turn a deaf ear to outside offers 
which distract him. Any change he said 
means economic waste. A man goes 
from one company to another, and he 
loses the momentum he has acquired. 
He has to start again. It takes him 
some time to get his bearings, even if 
he is_a competent life insurance man. 
Mr. Eliason gave this terse advice: 
“Stick to your job, and work with all 
your might.” Mr. Eliason said that he 
was the first man connected with the 
Minnesota Mutual as an agent and he 
is still with it. He said that he had 
always gotten fair treatment from his 
home office, he had never asked for any- 
| thing that he should not, or at least 
| that he felt that he should not. From 
| 25 to 30 percent of the business of the 
| 





Minnesota Mutual Life on its books to- 
day has come from Mr. Eliason’s agency: 


Everett James of Sparta, Wis. wh? 
writes more applications than any other 
| agent with the Carson agency of Milwaw- 
kee, representing the Equitable Life, -: 
| Wisconsin, and most of them or bin er, 
is the proud father of a baby girl—Mar 
| garet Ann. 


early careers are spoiled because whey 
they start with a company they alloy 
themselves to be distracted by offers 
from other companies, giving them More 


In speaking about a general agent, Mr. 
Eliason said that he should always write 
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RICK TAX CASE NOW 
UP IN SUPREME COURT 


(CONTINUED FROM PAGE 3) 


dy,” he argued. “The tax rests 
here. SO it seems to me that it is per- 
ctly clear that this is a tax imposed 
- Congress upon the holder of these in- 
mrance policies and that the rate of 
ich tax is not graduated by the amount 
{ his property.” : 
Specific Policies Discussed 








He discussed the various policies here 
question. Taking up the largest of 
ese he stated that in 1901, Mrs. Frick, 
ing the owner of a prior paid-up pol- 
y, surrendered it to the Equitable Life 
nd received in exchange a new policy, 
y which the company unconditionally 
greed to pay her $114,000 on the death 
f her husband. No premiums _were 
aid on it; it was an absolute promise to 
ay the money upon the death of her 
usband. The policy had a money value 
nd could have been borrowed upon, 
id, or “cashed in” for its surrender 
alue by her at any time. It was her 
roperty, and Mr. Frick had no interest 
or control over it. No tax should 
ave applied, it was declared. 
Other Issues Debated 


Mr. Gordon argued further that it 
ould not be construed that these poli- 
ies represented a transfer in contempla- 
ion of death; some of them were as- 
igned to Mrs. and Miss Frick many 
ars ago, nor could they be looked 
pon in the nature of gifts. Mr. 
Frick gave the premiums, if he gave 
nything at all, he stated. He did not 
rive the principal that was created at 
he end of the policy, Mr. Gordon con- 
ended, and if the government had levied 
2 tax on the $260,000 paid as premiums 
t would have been at a different rate. 
In assessing the tax on the policies 
against the estate it was compelling 
pther beneficiaries to pay where they re- 
eived no benefit, that being confisca- 
ory. 


























Government’s Contentions 


Mr. Fowler answering some of the 
ontentions advanced by Mr. Gordon 
during his argument declared that if the 
policies were not taxable then trust es- 
ates created during the lifetime of the 
estator or conveyances made in con- 
emplation of death are not taxable be- 
ause, he claimed, they stand in ex- 
actly the same condition. 

“It is argued that because of section 
08, this is made a direct tax because 
he beneficiaries are required to pay it,” 
e said. “Certainly if the tax itself is 
legal it cannot be made illegal because 
those who get the benefit of that prop- 
erty are required to pay it.” 

Referring to the contention that the 
policies were issued prior to the enact- 
ment of the legislation here in ques- 
tion, he said that the act could not go 
bnto effect for ten or fifteen years after 
nts passage if it was not intended to em- 
race such policies. 


Bullitt Files Brief 


Mr. Bullitt in his brief declared that 
he estate tax imposed by the 1918 rev- 
nue act on the proceeds of life insur- 
ence payable directly to beneficiaries 
(other than to the decedent's estate) is 
roid because (1) it is a “direct” tax 
levied solely because of the ownership 
of property and (2) it is measured by 
¢ value of the decedent’s estate and 
not by any standard having reference to 
he beneficiaries who must pay it. 

.He contended that this tax is just as 
peect as If a 25 percent tax had been 
evied upon a similar amount which they 
might have received from maturing cor- 
orate bonds or from an insurance com- 
- AL account of matured endowment 
~ ties taken out by them on their own 
ves, and neither Mrs. or Miss Frick 
r have been taxed upon these latter. 
» = ‘et makes both the executors 
~h 4 eneficiaries liable for the tax, 
meh etween them, it gives to the ex- 
(de A right to recover back all, or 

Pending on the proper construction 





UGLY MESS IN PASSING 
OF UNION NATIONAL 


(CONTINUED FROM PAGE 4) 


the Union National shall be paid over 
and delivered to the Union National and 
the Houston National Bank of Houston, 
Texas, jointly. 

Notwithstanding those pleasant repre- 
sentations, information received from 
other sources is to the effect that stock- 
holders and general creditors will prob- 
ably receive nothing; and that the larg- 
est item of the assets, $162,054 is in the 
form of alleged worthless farm mort- 
gages and that there will be scarcely 
enough to take care of the policyholders’ 
reserve and the expense of winding up 
the company. The general creditors are 
to hold the bag. The officers who, 
knowing the conditions of the company, 
incurred large liabilities and made reck- 
less expenditures, taking advantage of 
the company’s statement showing a 
clear capital of $100,000 and considerable 
surplus, are still drawing their salaries. 


Officers of Texas Company 


Which brings up the question of state 
supervision and the question of just 
whose duty it is to punish the men re- 
sponsible for the wrecking of companies. 
The last issue of “Best’s Reports” gives 
as the officers of the First Texas Pru- 
dential J. C. Stribling, president; B. N. 
Steele and F. N. Tiller, vice-presidents; 
J. M. Yoes, secretary and treasurer; and 
the directors, Dr. T. M. Neal, B. W. 
Steele, J. C. Stribling, F. L. Tiller and 
J. M. Yoes. 

The local newspaper announcing the 
“merger” gives J. S. Stribling as presi- 
dent; Dr. T. M. Neal as vice-president 
and J. W. Anderson as secretary. Re- 
cently E. G. Brazier went to the com- 
pany as vice-president. The Union Na- 
tional was organized in 1921 by A. M. 
Miller with $100,000 capital and $100,000 
surplus. Its surplus at the end of 1921 
was $160,558 and at the end of 1922, 
$123,351. 

Who Is Responsible? 


What the stockholders and general 
creditors want to know is who is re- 
sponsible for the complete dissjpation 
of the funds of this company, how it 
“got by” the insurance department of 
Texas, how such a situation as exists is 
covered up and the retirement of the 
company under these circumstances al- 
lowed to pass as a “consolidation” with 
another company and how under the 
laws of Texas the general creditors are 
allowed to “whistle for their money” 
when under the laws of other states they 
would be protected? 


Reinsures Fraternal Business 


The Eureka-Maryland has reinsured 
the business of the Catholic Assurance 
Association of Philadelphia, a fraternal 
chartered in 1919, operating in Pennsyl- 
vania exclusively and confining its 
business to industrial insurance. Edward 
Gallagher, former president of the Cath- 
olic Association, will become manager 
in charge of the Philadelphia office of 
the Eureka Maryland. 








of the act) a part of, the tax upon the 
beneficiaries,” he said. 

“Ultimately then, the beneficiaries pay 
the tax or most of it. 

“But the tax which the beneficiaries 
are thus made to pay in respect of the 
property (insurance proceeds) they own, 
is not based in any way upon the prop- 
erty or privileges of the beneficiaries. It 
is determined solely by the size of the 
insured’s estate, with which the benefi- 
ciaries have, or may have, no concern. 
If Mrs. Frick and Miss Frick were 
taxed, at the estate tax progressive rates, 
on the insurance received they would 
pay about $3,400 and $4,400, respect- 
ively—$7,800 in all. But merelv because 
they held insurance on a rich man’s life, 
the tax is $108,657.38. 

“In short, Congress taxes the benefi- 
ciaries not according to any property 
owned or received by them or privileges 
exercised, but by the amount of a third 




















OUR NINETIETH BIRTHDAY 


Ninety years ago, April 1, 1835, 


the New England Mutual. 


ing. 


Massachusetts chartered 
This is the oldest Chartet now exist- 


The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 


growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 





New England Mutual Life Insurance Company 


of Boston, Massachusetts 











Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 


SR I et ai 


.. Low Net Cost 


NEVO TT TT OTTCT TTT TTT 


cid ods ol idea dtlenens ahaa 
Insurance in Force..... . 


1,510,261 
..+.++ 195,366,671 


Assets of $108.63 for each $100 of liabilities 
Rate of Interest Earned, 1924.............. 5.5% 


RE DOUIES ois owes ses 08% oo 


Liberal direct agency contracts available 
Southern Illinois, Central Missouri, Kansas 
Arkansas, Utah, Pennsylvania and Eastern 


rove ede GJ 


in Southern Indiana, 
Louisiana, Virginia, 
ennessee, to men of 


ability and record of successful results in personal production and 


organization. 








e + 
The Guardian Life Insurance Company 
OF AMERICA 
Established 1860 under the Laws of the State of New York 





The continued progress of the Company during 1924 is 
shown by the following figures from the 65th Annual State- 


ment: 


New Paid-for Business, 1924 - - 
Insurance in Force, Dec. 31, 1924 - 
Admitted Assets - $48,464,593.38 Liabilities - 
Surplus and Dividend Fund - - 
Paid to Policyholders and Their Beneficiaries 


$ 45,251,784.00 
250,179,130.00 
42,524,200.53 
5,940,392.85 
6,382,080.70 





*For information concerning Agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 


Home Office: 


50 Union Square, New York 

















holders. 


- . . 
Satisfied Policyholders 
More than 29% of all business written in 
1924 was placed on the lives of old policy- 


What better evidence could there be 


that policyholders appreciate the “golden rule” 
service of Iowa’s Oldest Company? 

Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract 
policyholders. 


with this company of satisfied 


EQUITABLE LIFE 


INSURANCE COMPANY 


Founded: 1867 


OF IOWA 


Home Office: Des Moines 








person’s wealth.” 




















THE NATIONAL 


UNDERWRITER 


April 24, 














THE NATIONAL UNDERWRITER: 


LIFE INSURANCE EDITION 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Published every Friday 
Ciacinnati and New York, EDWARD 
retary; H. E. W 


CINCINNATI OFFICE, 420 E. Fourth St., T. 
E. R. SMITH, Statistician, ABNER THO! 


by THE NATIONAL UNDERWRITER COMPANY, Chica 
. WOHLG 


i 3 . ON, Southwestern, Manager; FRANK 
C. ROEDING and O. E. SCHWARTZ, Associate M: 
C. M. CARTWRIGHT, Managing Editor 
HOWARD J. BURRIDGE, Associate Editor 
FRANK A. T, Associate Editor 
R. C. BUDLONG, Associate Editor 
CHESTER C. NASH, Jr., Associate Editor 


PUBLICATION OFFICE, Insurance Exchange, CHICAGO. Toleobene Wabash 2704 


NEW YORK OFFICE, 80 Maiden Lane, New York; Telephone John 1032 
GEORGE A. WATSON, i 


NORTHWESTERN OFFICE: 307 lowa National Bank Bldg. DesMoines, Ia.,Tel. Market 3957 
J. M. DEMPSEY, Manager 


EMUTH, President: JOHN F. 
and NORA VINCENT PAUL, Vice-Pres- 
W. BLAND, GEORGE 
anagers. 


ne Main 5192, RALPH E. 


»M r 
. JR.. Di Life I yy 


ice pt. 





‘iate Editor 








Subscription Price, $3.00 a 








; in Canada, $4.00 a year. 
In combination with National Underwiter (Fire Cc 


. Single Copies 15 conte 
walty) $5.50 a year: Canada $7.50 














Concentration and Specialization 


Concentration and specialization are 
old friends to some life underwriters, 
and have proved most profitable in their 
work, but the vast majority of life insur- 
ance agents overlook them, and continue 
to work along in a hit or miss fashion, 
calling on a lawyer, then a garage man, 
and jumping around here and there 
throughout their heterogeneous list of 
prospects. But the agent who has mas- 
tered the art of working on one type of 
prospect at a time finds that he can in- 
crease his income greatly through his 
increased efficiency and saving of time. 

The great value of concentrating on 
certain classes of prospects is that the 
agent can afford to take the time to 
study that class in particular, find out 
something about the business and pick 
up the vocabulary so that he can talk 
in their own language. Of course, it 
is out of the question for the agent to 
go to the library to study up any par- 
ticular business when he expects to see 
but one or two such prospects, unless 
he has a very large line in view. But 
when he is going to keep on calling 
on these people for days or perhaps 
weeks, he can afford to make some 
study of their particular interests, and 
so increase his efficiency in each can- 
vass through finding more points of con- 
tact with the prospect. He can afford 
to make a thorough study that will give 
him the particular viewpoint of this 
class, their weak points and their strong 
points, and the best appeal of life insur- 
ance. 

A few hours in the library will some- 
times work wonders. There the agent 
will find all sorts of reference books 
of the greatest value. For instance, if 
he is deciding to give his attention to 
lawyers for some time he can find direc- 
tories of many sorts. If he is living in 
one of the 14 largest cities of the coun- 
try, he can learn the rating of his pros- 
pect for legal and financial ability and 


professional standing from Martindale’s 
American Law Directory. There are 
others, such as Hubbell’s Legal Direc- 
tory, American Bank Attorneys, Ameri- 
can Bar Association List, Lawyers’ and 
Bankers’ Directory or the Harvard Law 
School List, all of which cover the coun- 
try. If a prospect is very promising, 
he may get some information on him 
from “Who’s Who.” 

There are innumerable other sources 
of information. Dun’s and Bradstreet’s 
ratings are familiar to nearly all agents. 
Almost every trade has its special rat- 
ing book or locality rating book to sup- 
plement the large services. Blue Books 
are published throughout the country 
showing names of officers and members 
of all clubs and data on prominent resi- 
dents. Social registers in various large 
cities give information on adult mem- 
bers of the leading families. Informa- 
tion may be procured from county di- 
rectories containing the assessed valua- 
tions of farmers’ properties and city tax 
books which are usually open for inspec- 
tion. There are also lists of officers 
of city, county, bank, church, school, 
etc., usually shown separately in city 
directories. 

Frequently excellent lists of prospects 
can be secured from the secretaries of 
clubs and various organizations. The 
World Almanac lists more than 600 
organizations with the names and ad- 
dresses of the secretaries. In most cases 
lists of members will be furnished by 
the secretaries for a small change. The 
Superintendent of Public Documents in 
Washington, D. C., will furnish Mis- 
cellaneous Pamphlet No. 99 at a cost of 
15 cents showing more than 800 Ameri- 
can organizations of all sorts, together 
with the names and addresses of the 
secretaries and other information. There 
are other important government period- 
icals that are issued by this same depart- 
ment. 


Wife Insurance 


Unper the above caption the Los An- 
geles “Examiner” in a recent issue di- 
rects attention to an interesting develop- 
ment in life underwriting. The editorial 


follows: 

One of the big life insurance com- 
panies reports that an increasing num- 
ber of small life insurance policies are 
being taken out by women. Almost 25 
percent of this company's business, up 
to $10,000, is being written for women, 
married and unmarried alike; and the 
usual form is the endowment policy, 
which will give the holder a nest-egg 
after 20 years. 

This company regards wage-earning 
women as a better risk than housewives, 


but calls attention to the fact that a 
great many married women are taking 
out insurance. Says the report: 

“Women are coming to a realization 
of the fact that marriage is not a guar- 
antee against the possible day of need. 
A certain amount of economic independ- 
ence is now generally desired by mem- 
bers of the sex having once had the 
satisfaction of it through business ex- 
perience.” 

The time has been when the average 
husband would consider it a reflection 
upon his position as the financial be-all 
and end-all for his wife to want an in- 
surance policy of her own, 

Like many other things in the posi- 
tion of the modern husband, that par- 
ticular item has changed. 





The marriage of Miss Nancy Steele 
Fowler of Evanston, Ill., daughter of 

gar C. Fowler, general agent of the 
New England Mutual Life at Chicago, 
has been postponed until some time next 
month as her fiance, Leslie Wagner, 
who is in the bond department of the 
First National Bank in Chicago, con- 
tracted scarlet fever and had to be taken 
to the isolation hospital at Evanston, III. 
The invitations were withdrawn and the 
wedding was postponed. Miss Fowler 
is one of the popular society girls of 
Evanston, is a graduate of an eastern 
college and is a young woman of many 
charms. 


George M. Herrick, Chicago general 
agent of the Provident Mutual Life, 
who four months ago fell on the ice 
near his home and broke his hip, has re- 
turned to his office and is able to navi- 
gate with a crutch and cane. Mr. Her- 
rick spent 86 days at the West Suburban 
Hospital. He has had a long siege of 
his disability. 


Edward D. Duffield, president of the 
Prudential, has been added to the bond- 
holders’ protective committee of the 
Chicago, Milwaukee & St. Paul railroad. 
The chairman of the committee is Fred- 
erick H. Ecker, vice-president of the 
Metropolitan. 


In making mention in a recent issue 
of the unique advertising used by 
Ralph Soape of Houston, Tex., it was 
stated through error that Mr. Soape 
was with the Northwestern National 
Life. He represents the Federal Life 
at Houston. Cravens, Dargan & Co. 
represent the \Northwestern National 
at Houston. 


The name of the Interstate Life & Ac- 
cident of Chattanooga will be broad- 
casted nightly from now on as a result 
of the formal dedication of Station 
WDOD of the Chattanooga Radio 
Company, whose studio is located in the 
Interstate’s building. The name of the 
ccmpany is sounded by the announcer 
in giving the location of the station. 
The DOD, following the government’s 
“W” designation, stands for “Dynamo 
of Dixie,” the slogan under which Chat- 
tanooga proclaims to the world her su- 
premacy in the south as the center of 
hydro-electric developments. 


E. R. Ferguson, manager of, the Mu- 
tual Life of New York at Cincinnati, is 
chairman of Team W, composed mostly 
of the life underwriters of the city, in 
the Community Chest drive for some 
$2,000,000, of which John D. Sage, presi- 
dent of the Union Central, is general 
chairman. 


Sam R. Weems of Dallas, Tex.. gen- 
eral agent of the Minnesota Mutual 
Life, sees the poetry and romance in 
life insurance. Last fall he was attend- 
ing one of the big football games when 
the University of Texas was a contest- 
ant. There was a large crowd at this 
game. The Texas students to the num- 
ber of some 1,500 formed a letter “T.” 
The onlookers were very much im- 
pressed with this formation. Mr. 
Weems said that as he looked at the “T” 
he felt highly elated, because he real- 
ized the fact that there were two boys 
in that formation who would not be 
there had he not sold a policy to their 
father to carry them through college. 
The father died. The boys are being 
educated through a monthly income 
plan that Mr. Weems worked out for 
their benefit. 


Chauncey P. Ball of the John Han- 
cock Mutual at Toluca, IIl., made a good 
record in February. Toluca has a popu- 
lation of 2,500. His record is $248,000 
on 51 lives made in November. During 
February his record is $220,000 on 92 
lives and his actual writing during the 
month was $302,000 on 115 lives. He is 








a part time agent, being vice-presiden 
a bank at Toluca. In 15 afternoons 
five full days, working with Ag 
Supervisor Henry, he wrote his 1; 
plications. They were sent to the hy 
office Feb. 25, but too late for jssu 
that month. 


The 20th birthday of the Oregon 
was celebrated with an agents’ br. 
fast held at Portland. S. C. Samy 
vice-president and general manager pq 
sided. The Oregon Life is starting; 
20th year with more than $37,000,099 
business on its books. 


A. L. Saltzstein, general agent § 
the New England Mutual Life at 
waukee, who, accompanied by his yi 
is now enroute home after having gg 
the winter in Egypt, left Paris for Ly 
don April 20, according to word 
ceived by his son, Jerome C. Saltzste; 
who is conducting the agency du 
his father’s absence. The Saltzstes 
expect to sail for the United States ea 
in May. 

Fred White of the White & (i 
agency of the Northwestern Nation 
Life at Minneapolis has just returned 
from a three months’ tour of Eurog 
Although he had made several previow 
trips abroad, Mr. White reported finding 
much that was new to interest him al 
on the whole he was quite cheerful ove 
the business outlook abroad. 


The will of the late George K 
Olmsted of Cleveland, O., disposing d 
an estate of $440,000, contains bequest 
to churches, colleges and _ charitabl 
institutions, totaling something lik 
$120,000. The bequests include the it 
lowing: Denison University, $20,00; 
St. Alexis’, St. Luke’s and Glenville hoe 
pitals, $5,000 each; Ohio Baptist Ede 
cational Association, Granville, Ohio 
and World Association of Daily Vae 
tion Bible Schools, $5,000 each; Baptist 
Church of the Master, of which he was 
a member, Cleveland, $20,000; Baptis 
Home of Northern Ohio and the Ohio 
Baptist Committee, $10,000 each; th 
Associated Charities, Cleveland, $5, 

Mr. Olmsted was head of George # 
Olmsted & Co., general insurance, atl 
Olmsted Bros. & Co., state agents 0 
the National Life of Vermont for Ohio 
and Indiana. 


Vice-President E. G. Simmons of the 
Pan American Life pays a tribute ® 
Miss Bertha B. Macfarlane, who is home 
office supervisor in charge of Louisiana 
Miss Macfarlane was Dr. Simmons per 
sonal secretary until six years ago whet 
she was placed in charge of her preset! 
position. At the time she assumed rt 
sponsibility, Louisiana was producing 
$1,500,000, Last year the home state 
production was $7,000,000. March was 
designated as president’s month and 


Louisiana produced $2,200,000. 

It may not be generally known, but 
the Philadelphia agency of the Prov 
dent Mutual Life, of which Paul Lodet 
is the head, has more life insurance ® 
force than many life insurance co™ 
panies in the United States. At = 
ent this agency has no less than = 
000,000 of life insurance in effect. - 
Loder is aiming to make it a full #! i 
000,000 before Dec. 31, 1925. He's oe 
fident of doing this judging by the pac 
set by his men so far this year. 


insurance 
d until re 
ire {v- 


Miles Schaeffer, former 
commissioner of Indiana an 
cently vice-president of the Emp! F 
tual Life of Kansas City. has jome ‘ 
staff of George G. MaDan & ag 
Lansing, Mich., expert statisticians. 
auditors. Mr. Schaeffer 1s 4 ar 
public accountant and his —_ “ 
knowledge of the insurance business ; 
him for the work in this office of ex 
insurance accountants. 
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LIFE AGENCY CHANGES 
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$ NEW CHICAGO AGENCY 

ticut Mutual Life Has Appointed 

Louis J. Fohr in the Big 
Western City 




















e Connecticut Mutual Life is open- 
nother general agency in Chicago, 
el T. Chase is manager of the 
pany in Chicago. Max Lindauer 
had a branch agency in the In- 
ce Exchange. for a number of 

Louis J. Fohr is the general 
t of the new Connecticut Mutual 
in Chicago, he having his quar- 


Dregon : 
‘nts’ bre; 
C. Samy 
anager, y 
Starting j 
7,000,000 


agent § at 728-73 Continental & Commer- 
ife at MME Bank building. Mr. Fohr has been 
y his wi the Provident Mutual in Chicago. 
aving spalmmhere has been a tendency in recent 
is for Lo s for companies to depart from the 


. word general agency system in Chicago 


Saltzstei g to the size and population of the 
ney duri The New England Mutual opened 
Saltzstei ond agency with Julius H. Meyer 
States exmmeeneral agent some years ago. The 

ssachusetts Mutual followed suit with 

um & Dingle. The Equitable of 
> & Oia opened another general agency, 
» Nation handled by Faltysek & Lininger. 
t return long since the Penn Mutual put in 
of Eurogammird general agency with Stumes & 
al previous? in charge. The John Hancock 
ted findigimmtual established a second general 
st him algmency with A. L. Houze at the head. 























eerful ove 





H. Edgar Stone 


seorge Ei Edgar Stone, until recently with 
sposing Mutual Life of New York, as super- 
s bequest’ of agencies, connected with the 
charitabemmeroit office, and formerly supervisor 
hing liegmmesencies for New York and Pennsyl- 

hia for the Ocean Accident, has been 


de the fol 
r, $20,000; 
nville how 
ptist Ede 


pointed Pittsburgh manager of the 
anton Life. 


le, Ohi, 

sity Veco C. T. Short 

h; Baptisf//’he Great Northern Life has ap- 
ch he wanted C. T. Short as general agent 
0; Baptstfmmth headquarters at Waterloo, Ia., 








the Ohifmmen a territory comprising 15 counties. 
each; the: Short has had considerable expe- 
rd, $5omgmmence both in the life and accident 
George id, and has a record of success ‘in 
-ance, aime! lines. 
agents 0 F 
- for Ohiv Thomas A. Calkins 
Thomas A. Calkins has been ap- 
sns of the ee agency superintendent of the 
ribute © — soeeent department of the Oc- 
> ihe al Life of Los Angeles for Ari- 
ealdaal ~ with headquarters at 209 Luhrs 
sons’ pet Mine, Phoenix, Ariz. For 11 years 
poe w= 4. manager for Armour & 
er present a later was an agent for the 
whe ental Life. 
producing 
me state Merchants Life Appointments 
: was r 
— od = D. Peterson has been appointed 
Strict manager for the Merchants Life 
lowa in Nebraska. Mr. Peterson has 
ei i a representative of the company 
" m pr several months and has built a large 
re Lobe tsonal business, in addition to show- 
ul 5 bg ability at agency organization. 
orante © - N. Hansen, after an absence of 
v7 cal ee the insurance business, 
) as = sg tee 
han i lesthante Lin," Illinois field for the 


ne a + A. Bellrud, for several months gen- 
ul ag of the Merchants Life in 
pene has taken as his partner’ in 
Hur eement of the agency, William 
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Luther W. Kellerman 









pire Me- ~ Chicago office of the Union Mu- 
oine , al Life of Maine will move from its 
r Co. r t quarters in the Standard Trust 
ians am uil 8 to room 1124 Union Trust 
certif : ilding, 7 South Dearborn street. Lu- 
intions . NV. Kellerman js now manager of 
iness a icago office, having succeeded 
of expert ter C. Kennicott, who retired to 





GENERAL AGENTS APPOINTED 





United Life & Accident Announces a 
Number of New Offices Established 
in Various Points 





The United Life & Accident of Con- 
cord, N. H., announces the appointment 
of William Cantor as general agent at 
Lowell, Mass. His office will be at 323 
Appleton Bank Building. 

George H. Tracy, general agent of 
the company at Boston, Mass., is now 
located at 333 Chamber of Commerce 
Building. 

C. A, Pike has been appointed general 
agent at Worcester, Mass. Mr. Pike 
was formerly with the Northwestern. 
Meese Associates have been appointed 
to the general agency at Toledo, Ohio. 
Mr. Meese was formerly divisional su- 
perintendent of the Prudential. 





Arthur A. Vardell 


Arthur A. Vardell, well known in 
life insurance circles in Texas, has been 
named district manager for the Ami- 
cable Life with headquarters at Fort 
Worth, James B. Harris, general agent 
for the company in north Texas, an- 
nounced this week. Mr. Harris is push- 
ing the organization in north Texas and 
expects to plant other agencies soon. 





Levi Brothers 


Levi Brothers have been appointed 
managers of the Guardian Life at Evans- 
ville, Ind., succeeding the late Charles 
B. Rudd, who had represented the com- 
pany for many years. Some eight years 
ago Louis B. Levi gave up his work as 
a newspaper advertising ‘solicitor and 
became an agent for the Guardian Lilie. 
Two years later he was followed by his 
brother, Morris R. Both served under 
Mr. Rudd and secured a fine training. 





Fidelity Mutual Appointments 


Gilbert H. Hayden has been made 
manager of the Fidelity Mutual Life at 
Wilmington, Del. B. T. Wren of the 
C. J. MacCormack agency has been ap- 
pointed manager of the company at 
Charleston, W. Va. 





A. C. Lindauer 


A. C. Lindauer, formerly with the Na- 
tional Guardian Life, Madison, Wis., has 
joined the Aetna Life as district man- 
ager for Madison and Dane county. Mr. 
Lindauer was formerly connected with 
the Forest Products Laboratory, U. 8. 
department of agriculture, before going 
into the insurance business. 


T. H. and J. H. Carroll 


T. H. and J. H. Carroll of Montgomery, 
Ala., have been appointed state agents 
of the Lamar Life. 


John C. Green 


John Clarence Green of Memphis, 
Tenn., has become district manager with 
A. Jerome Harris of West Tennessee, 
representing the Lamar Life. 


John S. Boyd 


Changing from the advertising to the 
life insurance field, John 8S. Boyd, a Yale 
alumnus and world war veteran, has 
been appointed by the Prudential as a 
home office representative in charge of 
group insurance with headquarters in 
the Bankers Trust building, Philadelphia. 
Mr. Boyd formerly was connected with 
the International Magazine Company and 
with the Capper publications. He estab- 
lished offices in Philadelphia in 1919. 


Pedro Gatell 


The Pacific Mutual home office general 
agency has established a new branch at 
Pasadena, Calif., under the management 
of Pedro Gatell, taking an office at 405 
Pacific Southwest Bank building. Mr. 
Gatell is connected with the home office 
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general agency and is a strong personal 








The Systeman 
Security Holder 


is the best leather container on the 
market designed to provide a place for 
Insurance policies, bonds and other 
valuable papers. 


Your client will appreciate that such 
a holder typifies quality service. The 
goodwill that it creates will be far in 
excess of its cost to you. It helps de- 
liver extra policies. 


The Price is $2.25. 


There is a large size at $3.15. 
Liberal quantity discounts. 


In lots of 25 or more your name printed on holder 
without charge. 


For Sale by 
THE NATIONAL UNDERWRITER 
1362 Insurance Exchange 
Chicago, Illinois 




















Capital $200,000 





HE life insurance agent who 

wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong 
company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


I. A. Morrissett, Vice Pxes. 
OHIO 


— es 


DAYTON, 




















producer. 
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PUBLIC LIFE 
INSURANCE 
COMPANY 


An Illinois Company 
Capital $500,000 


Brokers’ Business Solicited 


Any amount up to $100,000.00 


No Color Line. Same Rates for All 
Male and Female 


Standard and Substandard Business Accepted 
Service You Can Depend Upon 


Agency Office—108 S. La Salle St. 
Chicago, IIl. 








LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the ‘orms ORDINARY Policies 
from $1,000.00 to $50,000.00 .. 
with premiums payable — semi-annually or quarterly 
an 
INDUSTRIAL Policies from $12.50 to $1,000.00 
with premiums dcxus 
CONDITION ON DECEMBER 31, 1924 








Liabilities 

Capital and Surplus 

Insurance in 

Payments to olders eoece 

Tetal Payments to Policyholders since Organization 2+ ++$35, 
JOHN G. WALKER, Presi 



































Whatever you have to say to Insurance men, you can do it more 
effectively through the advertising columns of The 
One inch one column Want Ads are $5.00 an insertion. 


application. 


Other rates on 


National Underwriter, Chicago 


ational Underwriter. ~ 
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We Say It Again! 


From time to time in the last few years the following has 
been the wording of PENN MUTUAL advertisements in life 
imsurance journals: 


“A PENN MUTUAL premium, less a PENN MUTUAL divi- 
dend, with PENN MUTUAL values, makes an insurance propo- 
sition which, in the sum of all its benefits, is unsurpassed.” 


Never more true than to-day!—with new and better Policy 
forms, increasing Dividends, new and constantly improving Serv- 
ice to Policyholders, Beneficiaries, and Agents. 


There’s steady forward motion in the PENN MUTUAL 
organization. We warmly welcome men and women of ideals, 
industry, character. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 














EASTERN STATES ACTIVITIES 








DUFFIELD VISITS CLEVELAND 


President of Prudential Addresses 
Chamber of Commerce and Con- 
ference of Agents 


Edward D. Duffield, president of the 
Prudential, addressed the Cleveland 
Chamber of Commerce last week, on 
“The Responsibilities of Individual Cit- 
izenship.” He pointed out that the pur- 
pose of government is not to tax but to 
protect the rights of the individual citi- 
zen, 


Seek to Shift Responsibility 


“There seems,” he said, “to be a tend- 
ency to substitute remedial statutes for 
individual effort. People are too willing 
to delegate their individual responsibil- 
ity to somebody else.” Mr. Duffield 
emphasized the dependence of successful 
business upon the stability of character 
of the great mass of average American 
citizens. The greatest danger that can 
confront our national safety is indiffer- 
ence and disrespect of the rights of 
others. 

President Duffield is the first insur- 
ance man who has spoken before the 
Cleveland Chamber of Commerce in a 
number of years. 

A special meeting attended by 300 
Prudential agents in Cleveland was 
held in honor of the visit of President 
Duffield. The men had had only five 
days’ notice of the meeting, but they 
placed $1,450,000 of ordinary business 
on the table in his honor. The presi- 
dent’s address dealt with the conser- 
vation of business through the reduc- 
tion of lapses.. This is one of the things 
for which he has battled ever since he 
has been president of the company. 


Company Officials Speak 


Others who spoke were Vice-president 
George W. Munsic, Vice-president A. 
M. Woodruff, Division Manager Bett- 
ner, Supervisor Ehne, Secretary to the 
President Chase, Manager W. H. 
Brown of Cleveland, and Superin- 
tendents Thomas Frank, F. L. Kling- 
biel, J. M. Mackintosh and C. A. Sul- 
lens. Division Manager William H. 
Bettner presided. 


—_——_—— 


Action Against Middle Western 


The Ohio insurance department has 
filed suit against the Middle Western 
Mutual of Cleveland. It is alleged that 
it is conducting its business more as a 
mutual assessment company than as a 
fraternal organization. Efforts are being 
made by the officers of the concern to 
bring about a satisfactory arrangement 
in order that it may continue its busi- 
ness. 


LIFE MEN ON THE Prog 


} 


Will Have Prominent Part in ¢, 
tion of Pennsylvania Federation 
Bethlehem, May 18-19, 


_ Life insurance will have Quite a pn 
inent part at the annual meeting oj 
Insurance Federation of Penngylp 
to be held at Bethlehem, May ; 
Clayton M. Hunsicker of the Fis 
Mutual Life, Philadelphia, js oy 
program for an address at one ¢f§ 
general sessions on “Business Py 
uation by Means of Life Insurance” 
James Victor Barry, vice-presiden 
the Metropolitan Life, is one o 
banquet speakers. 

There will also be two life i 
ance round table sessions. At the, 
on. the first day, Ray R. Helm 
Reading will be chairman and Wik 
R. Harper, general agent of the Ag 
Life at Philadelphia, will speak 
“Group Insurance, Problems.” Ff 
D. Buser of Philadelphia will be cha 
mar at the round table session on{ 
second day and E. Paul Huttinge 
the Penn Mutual Life will speak 
“Taxation as an Asset in Soliciting’ 

It is expected that many of the top 
to be discussed at the general sess 
will also be of material interest toi 
insurance men. 


Stage Floral Contest 


The “Tulips” and the “Hyacinths” 
having a battle royal in the Berlet Phi 
delphia agency of the Guardian 
The “Tulips” have 990 blooms in ho 
of Vice-President T. Louis Hansen wh 
the “Hyacinths” have 915. The fe 
appellations represent the two 
teams of the Berlet agency, which} 
staged many unique contests. 

Guardian Life agencies through 
the country are building a birthday « 
in honor of the vice-president and ha 
adopted the national slogan of “Say 
with Flour.” The Philadelphia agen 
has added a local one of “Let's g 
we need the dough.” 


President Low in Cleveland 


Ethelbert Ide Low, president ot ™ 
Home Life of New York, visited & 
Cleveland general agency of the co 
pany a few days ago. It was his 1 
time in Cleveland and he was gred 
impressed with the city and the opp 
tunities for agency development. 


New Companies in Maryland 


The Occidental Life of New Mex 
the Midland Mutual Life of Columbs 
O., and two companies operated by! 
groes, the Liberty Life and the Victom 





Life, both of Chicago, have been licens 
in Maryland. 

















IN THE MISSISSIPPI VALLEY 





TWIN CITIES SALES SCHOOL 


Lectures to Be Given by Dr. C. J. Rock- 
well April 27-28 Expected to Bring in 
Agents from All Over State 


MINNEAPOLIS, MINN., April 22. 
—Plans are progressing rapidly for the 





lectures and conference of life insurance 
underwriters throughout the state which 
will be conducted in Minneapolis April 
27-28. The Twin City Life Underwrit- 
ers of Minneapolis is sponsoring the 
two-day session which will be under the 
direction of Dr. Charles J. Rockwell of 
the University of Pittsburgh. The ses- 
sions will be held at the assembly room 
of the Radisson hotel. 

Frank. T. McNally, vice-president of 

















the Minneapolis organization, explained 


that the conference is in no sense 2“ 
vention but will be devoted exclusive 
to instruction from Dr. Rockwell, } 
authority on life insurance salesmanshif 
“Several Minneapolis general agen 
have underwritten the guarantee ’ 
bring Dr. Rockwell to Minneapolis, 
McNally said. “The instruction : 
“pen to any man or woman ag 
sell life insurance in the state. ms tia 


; well will bring two assistants Ww! 
|and a brief course has bee 


n careluy 


: 0 
planned to obtain the maximum re 


from the two-day conference. 
Reservation for the conference, 
being received by A. V. Goldman, 
man of the committee on registt@ 
312 Andrus building. tl 
For a few hours it looked : ‘ ‘ 
course would have to be calle a 
word came that Dr. Rockwell W 
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nable on account of his health to 
part, but the promoters received 
4 later that Dr. Rockwell would 
e regardless of his physician's orders 
ake a rest. He will be assisted by 
ell J. King, assistant general agent 
the State Mutual at Chicago, and 
es E. Bragg, assistant general agent 
the Union Central of New York. 
e than 150 life insurance men al- 
Hy have signed up for the course. 


—— 


BRASKA BUSINESS IN 1924 





s in the State Last Year from 
the Standpoint of New In- 
surance Production 








he stock legal reserve companies 
wed in new ordinary business writ- 
in Nebraska last year $84,455,063 and 
have in force, $383,224,397. The 
Hers among the stock companies or 
se writing over $1,000,000 in the state 
Aetna Life, $3,216,172; Bankers of 
coln, $5,600,633; Bankers National 
Colorado, $1,133,225; Bankers Re- 
e of Omaha, $1,249,641; Central 
tes of St. Louis, $2,795,000; Equit- 
of New York, $5,524,838; Equitable 
lowa, $1,290,954; Equity of Omaha, 
18,800; Franklin of Springfield, $1,- 
615; Kansas City Life, $1,528,445; 
coln Liberty of Lincoln, $2,164,292; 
dwest of Lincoln, $3,969,183; Moun- 
n States, $1,094,876; North American 
Omaha, $1,765,925: Northwestern of 
haha, $1,794,000; Old Line of Lin- 
in, $5,498,691; Omaha Life, $2,655,105: 
vice Life of Lincoln, $2,961,000; 
avelers, $3,316,867; Union Central, 
654,182. The mutual companies that 
pte over $1,000,000 were Bankers of 
ya, $2,219,107; Metropolitan, $3,252,- 
; Mutual Benefit, $2,341,055; Mutual 
le of New York, $3,511,862; New Eng- 
d Mutual, $1,615,278: New York 
e, $4,577,062; Northwestern Mutual, 
07,550; Northwestern National, $6,- 
983; Penn Mutual, $1,278,882; Pru- 
ntial, $3,089,025; Security Mutual of 
ncoln, $4,825,390; State Life of Indi- 
, $1,808,409. 
The Guarantee Fund Life of Omaha 
ote $2,319,500 and the Illinois Bank- 
of Monmouth, IIl., wrote $1,401,079. 
the fraternals the Modern Woodmen 
Rock Island wrote $6,000,000, the 
yal Neighbors of Rock Island, $1,- 
250; United Commercial Travelers 
Columbus, $1,100,000. There were 
others that wrote over $1,000,000. 





DME OFFICE MEN ON HAND 





ident Hardin, Dr. Ward and Oliver 
Thurman Address Mutual Benefit 
St. Louis Convention 





pI. LOUIS, MO., April 22.—John R. 
ard, chief medical director, and Oliver 
urman, superintendent of agencies, 
re the Principal speakers at the two- 
y convention of the agents of the Mu- 
Benefit Life’s St. Louis agency 
usday and Friday. George E. 
ack, general agent in St. Louis, 
sided at the sessions. 
Nn an address before the agents 
ursday, President Hardin outlined 
Organization of the Mutual Benefit 
He, explaining that its policies are de- 
mined by the board of directors rather 
n by the President, and that by strict 
merence to its conservative policies 
a has built firmly for the 


Discuss Problems ef Agents 


vs Ward and Mr. Thurman also 
oke, touching on the problems of the 
uate as they came in contact with 
- Other speakers were Samuel 
~ of Cincinnati, the largest indi- 
eal ret for the company for 
rt years; Raleigh R. Stotz of De- 
és Aeanizer for the company, and 
faded et Black. Others present 
> - M. Solenberger, general 

at Springfield, Ill; W. H. Tenny- 
mM, general agent at Indianapolis; Ed- 

ichardson, general agent at Mex- 














LLINOIS LIFE INSURANCE CO, 








cricAacae 








—— 
JAMES W. STEVENS, Founder 


‘7 CANNOT leave this auspicious 
gathering without expressing my 
sincere appreciation of your 

greeting, my hope in the success of 

your enterprise and my conviction 
that here you are erecting an edifice 
dedicated to thrift and good citizen- 
ship. Such work as this lays the foun- 
dations of thrift and providence, incul- 
cates habits of saving and develops the 
Christian citizenship which is the hope 


of the country. I am convinced that 


the Illinois Life and the other life in- 


surance companies are not only pro- 
viding insurance for the family but 


insurance for good citizenship, 
and I wish you Godspeed 
in your enterprise.” 


From the address of Carvin Coortpce at the 
Corner Stone Laying Ceremonies, Illinois 
Life Building, August 5, 1922. 


Illinois Life Insurance Co. 


CHICAGO 


JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 














©; William S. Cochran, general 









THE NATION 


AL UNDERWRITER 


April % 














American National Insurance Company 
OF GALVESTON, TEXAS 
W. L. MOODY, JR. SHEARN MOODY, 
President Vice-Presiaent 


FINANCIAL STATEMENT DECEMBER 31, 1924 
ASSETS LAAeL ESTES 


Net Reserve—American e 
Real Estate Owned.......-- $ 1,087,812.90 rience table 3 and 34%. -$16,388,279.45 
Mortgage Loans..........-+ 6,890,667.88 Reserves for Death Losses in 
Collateral Loans...........+ 28,000.00 Process of Adjustment or 
1,935,186.95 Adjusted and 
7,558,484.10 Reserve for Taxes and Depre- 
1,684,481.43 ciation 
38,750.00 Miscellaneous Liabilities... .. 
880,532.96 Capital Stock. ..$1,000,000.00 
453,620.28 


Assigned Fund & 
1418.07 Surplus 2,106,517.56 


W. J. SHAW, 
Secretary 





191,769.07 


167,652.47 
199,680.52 


Interest Due and Accrued... 
erred and Uncollected Pre- 
miums (net) 
Unearned Fire Ins. Premiums 


eeccceecees $20,053,899.07 


eceeeeersccese 
eeeeee 


Surplus Security to Policy- 
Holders 


Total Liabilities......... $20,053,899.07 


GAINS MADE DURING 1924 

Increase in Insurance in Force......+-.se++eeee0. $37,030.018.00 

Increase in Admitted Assets 2,983,310.58 

Increase in Surplus Security to Policyholders...... 237,346.11 

INSURANCE IN FORCE "ERS Pee OGAME 
DECEMBER 381, 192 ZATION 

$858, 067,488.00 $16,354,807.56 


Ordinary Life, Industrial Life & Accident Insurance to Meet the Requirements off Every 
Insurable Person. 
. HOME OFFICE BUILDING 
Operates in Twenty-Two States, the Republic of Cuba and Territory of Hawaii 
Gross Income Averages, $754,650.00 per Month 


eee e meee weeeee 


ADMITTED ASSETS 
$20,053,899.07 


8,106,517.56 


agent at Peoria, Ill. About 40 agents 
attended the gatherings. 


ASSESSMENT BUSINESS GIVEN 


Leaders Among the Companies of This 
Class Shown in Illinois 
for Last Year 


The Illinois department has gotten out 
a report showing the financial state- 


doing business in the state. 
new assessment business written in the 
state last year was $24,365,909. The 
companies have in force $110,185,914. 
The leading assessment companies so 
far as Illinois business is concerned are 


as follows 
New 

, Business 
Bank. Mut., Freeport.$2,589,500 
Globe Mut., Chicago.. 7,298,428 
Illinois Bankers...... 6,624,092 
Underw. Mut., Ill..... 
Guarantee Fund...... 
National, lIowa....... 


Chicago Agency Moves 
The D. S. Levin agency of Chicago 
has recently moved into new offices in 
the O. C. L. building, 166 West Jack- 
son boulevard. This agency for the past 














six years has been located at 1575 











Agency contracts are varied in their terms. 


ters differ. 


faction. 


The Cleveland Life Insurance Co., 
Cleveland, Ohio. 
Dear Sirs: 


We wish to thank you for the check just 
52 Weeks Consecutive Production. 
contracts state. 
repay for this gift. 
THE CLEVELAND LIFE is doing more for the men in 


state. That is why it has a satisfied field force. 
For information write 





Open Territory in | 











HOME OFFICES 








The Test of Satisfaction 


Some commission per- 
centages are high—some are low. Company practices in agency mat- 


The real test to be applied in making an agency tie, is the test of Satis- 


Here is a letter just received from a CLEVELAND LIFE field man: 


This is another reason it pays to be lined up with a Com- 
pany that is doing more for the men in the field than its 


I am hoping that my work in the future will more than 


Ray H. Finger, Manager of Agencies 


THE 


CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 


received for 


the field than its contracts 


CLEVELAND, OHIO 











ments of the assessment life companies | 
The total! | 











Ogden avenue. D. S. Lesiid is 9 
agent for the Security Life of « 
and is one of the leading general 

of this company. He has more 
office to the loop district to help ig 
efforts to increase his agency stag 

































































































Bankers Life Milwaukee Mes 


wore than 40 personal produc 
the F. T. Johnson agency of Mily. 


| re presenting the Bankers Life gj 


in eastern Wisconsin, attended 
agency’s annual spring sales opi 
at Milwaukee. Guest j 
meeting included L. Z. Davenpor, 
gional sales manager from the 
pany’s home office; R. H. Ys 
agency manager at Ottumwa, |, 
F. W. Darling, agency supervisg 
Cedar Rapids, Ia. Agency Mz 
Johnson and E. C. Woepse of My 
woc, Wis., leading producer, both ¢ 
Milwaukee agency, also spoke. 


Speakers x 


Spicer Launches New Compy 


Another  stock-with-policy cog 
has been started in Kansas, The; 
charter board authorized the inco 
tion of the Equitable Savings Lie: 
weeks ago. It had applied for a¢ 
under another name some time i 
and was forced to amend the charts 
account of the state prohibition ag 
similarity in names. 

The state blue sky board ha 
given the company authority to sd 
stock with its policies. This makes 
sixth company writing business on 
plan in the state at the present tim 

The promoters of the company k 
had much experience in life insun 
E. W. Spicer, the president, was 1 
quite recently head of the Ame 
Bankers of Chicago. W. J. Tiema 
a brother of the president and ge 
manager of the Central Life oi 
Scott, Kan. J. D. Pratt is now 
agency supervisor for the Central 
and will have some general supervs 
authority of the agents for the Equi 
Savings. Douglas Hudson is th 
torney for the Central States and for 
Equitable Savings. 


Plans of Webster Life 


"The latest life company to organi 
Iowa is the Webster Life oi 
Moines. It has been duly incorpord 
under the laws of Iowa, and has rect’ 
the official sanction of the commussit 
of insurance. It is to be conducted 
the mutual, legal reserve, level prem 
plan. It will write standard form 
life insurance, including term, ent 
ment, paid-up life, industrial, childs 
health, accident and group. 

The first board of directors is 
posed of F. C. Foley, Newell, la; 
G. Redfield, J. L. Barnes, A 
Haight and T. C. Bassett, all of D 
Moines. The temporary officers 
President, T. C. Bassett, Des Moit 


vice-president, F. C. Foley, Newell, J 


secretary and treasurer, F. 
Des Moines. 


Open School at Houston 


The first life insurance school 
Texas has been opened by Cn" 
Dargan & Co., state agents {or 
Northwestern National Life at 
ton. The school will be free to the p 
lic, sessions to be held Monday 
Wednesday evenings for five we 
Homer G. Hewitt, formerly at the be 
office of the Northwestern Nationa 
now manager of the life departmen’ 
the Houston agency, will be in ¢ 
of the school. r 

The insurance men of Texas wi 
get the last legislature to pass a 
appropriation for a life insurance | id 
in the state university, but it fai 

assage. 
? Driving 90 miles from College be 
Horace Kraft, professor of agri . 
education at A. & M. College, Sa 
of the 50 students who enrolle 
first session. Professor Kraft 
expected to attend all the ocelot 
ing down each Monday and W 
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IN THE SOUTH AND SOUTHWEST 














) RECOVERY ON THE POLICY |CAN NOT DISTURB THE PLAN 


———- 





ured Lost His Life While Assault-| Beneficiary Under a Monthly Income 


ing a Marshal and Court Held 
for the Company 


—_—_— 


Where insured lost his life 


saulting marsha 


s recovery on life policy. Ina Wood- 


en of the World case, supreme court | 
Alabama, insured held a certificate | 
the defendant order which provided, | 


ong other things, that it should be 
i] and void if the insured should die 
consequence of a violation of the law. 


Killed by Deputy Marshal 


The insured was killed by a deputy 
arshal as the result of a personal en- 
munter. The Woodmen _ thereupon 


a violation of the law “there could 
no recovery under the certificate. 
» reply to this however, the plaintiff, 
‘ok the position that the pleas of the 
fendant were defective in that they 
‘d not allege that the marshal in killing 
he insured acted in self-defense. In 
her words, the plaintiff, it appears, 
ontended that unless the killing of the 
sured by the marshal was justified, 
recovery could be had under the 
olicy. In denying this contention, and 
lding there could be no recovery, the 
purt said: 

Had Violated Law 


“The essential thing was that the in- 
red had violated the law, and that in 
pnsequence the town marshal, who in 
ome of the pleas is referred to by his 
ame only, had shot and killed him. If 
sured violated the law and in conse- 
uence was slain, it was of no conse- 
uence whether the act of the marshal 
ould be justified on the ground of self- 
efense or not. It was not necessary 
o the sufficiency of these pleas, there- 
re, that they should allege the ele- 
—. of self-defense or self-defense at 
II.” 





Companies Complete Organization 


The organization of the Liberty Na- 
honal Life and the Liberty National Fire 
t Morrilton, Ark., has been completed. 
ach of these companies is capitalized 
t $250,000 with a surplus of $50,000, 
oth fully paid. W. O. Scroggin is 
resident of both companies, A. J. 
tephens and W. P. Strait are vice- 
presidents, and J. S. Moose is secretary 
nd treasurer. In addition to these 
here will be five more vice-presidents 
bi each company, who will be named at 
lorthcoming meeting of the stock- 


olders, together with a board of 15 
lirectors. 





Hear Life Insurance Sermon 


Five hundred insurance men of Dal- 
4s and north Texas heard the annual 
ermon of Dr. R. A. Hunt, pastor of 
he First Methodist Church of Dallas, 
unday. Every year Dr. Hunt preaches 
sermon on life insurance and the life 
nsurance men are invited out to hear it. 





Thorp Addresses Salesmanship Club 


} Orville Thorp, state manager for the 
\ansas City Life, was the chief speaker 
t the recent luncheon of the Salesman- 
hip Club at Dallas. He told the mem- 
pers Dallas is dependent on the insur- 
~ companies for a great part of its 
emercial progress because Dallas 
. mg houses and financial institu- 
mq handle $50,000,000 annually brought 
loin ~ city by insurance companies 
- . usiness in the city and through- 
oe i state with Dallas as headquar- 
wales e declared the people are rapidly 
in that the safe way to invest 
les money and insure their fam- 
and business jis through the chan- 


els of life insurance. 


while | 
1 held there could be | 


| removal 


| Policy Desired to Get the Proceeds 
in a Lump Sum 

Judge John R. Aust in the chancery 
court at Nashville, Tenn., has decided 
an interesting suit with reference to a 
life-income policy issued to one Mr. 
Cronbach for the protection of his wife 
and daughter, the amount to be paid to 
them monthly. It seems the wife asked 
of trusteeship, stating that a 
larger rate of interest could be obtained 
if invested in Texas property. The con- 


| tract provided that the money should be 
| held in trust by the Aetna Life for the 


nied liability on the ground that since | Cha 
e insured lost his life as a consequence | 


| benefit of the wife and daughter both, 


whichever one might survive him. 
ncellor Aust held that the company 
could not be removed from its trustee- 


or 


| ship, giving in part the following as his 


reason: 

“The question is whether the court 
should exercise its discretion and remove 
the trustee over its protest, not because 
the trust is not being faithfully executed 
and the funds secure, but upon the al- 
leged ground that a new appointment 
would bring a greater income than that 
required to be paid, at all hazards, by 
the present trustee. The evident purpose 
of the assured was to provide his bene- 
ficiary a fixed monthly income, not sub- 
ject to variation or postponement and to 
make the trustee an absolute insurer of 
the income as well as the corpus fund. 
The insurance company cannot escape 
liability, no matter how low the current 
rate may be.” 





Arkansas 1924 Figures 


There are 80 legal reserve insurance 
companies operating in Arkansas, ac- 
cording to figures just given out by the 
state insurance department. These com- 
panies had in force in Arkansas Jan. 1, 
1924, a total of $366,046,448, which was 
increased to $409,437,010 on Dec. 31. 
During the year new business was writ- 
ten amounting to $112,065,966. 

There are 31 white fraternals, which 
had in force in Arkansas last year $112,- 
331,297, collected in assessments $1,982,- 
188, and paid in claims $1,042,248; 24 
negro fraternals which collected in as- 
sessments $1,761,617, and paid in claims 
$1,224,223, and 24 pro rata assessment 
companies with 73,693 members, which 
collected in assessments $1,421,506 and 
paid in claims $731,617. One of these 
companies, the Mutual Aid Union of 
Rogers, Ark., has 41,569 members, col- 
lected $1,025,627 in assessments and paid 
$586,122 in claims. 

There are eight monthly and weekly 
assessment associations, which collected 
in assessments $484,613, paid in claims 
$252,973 and have a total of 36,064 mem- 
bers. 





Hold School at West Point, Miss. 


The Pilot Life just closed one of its 
most successful training schools in the 
office of General Agent S. T. Hopkins 
of West Point, Miss. Those in attend- 
ance were: Herbert Hamlin of Corinth, 
Miss.; P. L. Hill, Macon, Miss.; H. W. 
Stegall, Pontotoc, Miss.; J. S. Price, 
Okolona, Miss.; N. G. Briggs, Porter- 
ville, Miss.; D. S. Bishop, Houston, 
Miss;. W. B. Mayo, Pontotoc, Miss.; 
Chas. C. Wilsford, West Point, Miss.; 
J. E. Golden, Jr., Jackson, Miss.; Kyle 
Chandler, West Point, Miss. 

The school was in charge of the com- 
pany’s assistant agency manager, T. D. 
Blair. Though a young man, only 31 
years of age, Mr. Blair is considered 
one of the best informed life insurance 
men in the country. 








United Enters Florida 
The United Life & Accident of Concord, 








3.37% 


5.37% interest will be paid by Atlantic 
Life during 1925 on the proceeds of policies 
held in trust by the Company. 

5’e interest will be paid on all dividends 
left on deposit during 1925. 

These are just two Atlantic advantages 
which help our representatives make sales. 

If you are interested in making a 
change an inquiry will enable us to furnish 


other interesting 


agency contracts, 


Company. 


information regarding 
policy forms, and the 


Attractive territory available in: 


West Virginia 
Georgia 
Texas 


Kentucky 
Alabama 
North Carolina 


Michigan 


Honestly It’s the Best Policy 





Atlantic Life Insurance Company 


Richmond, Virginia 
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HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot 


President 





Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the great State of 
Texas, the Home Office is able 
to render a type of personal 
service to Agents that is un- 
beatable. Writing all modern 
policy forms, the Company of- 
fers choice territory to Agents 
of ability. 


“Conscientious Co-operation 
given Ambitious men, with or 
without previous experience.” 


Tom Poynor 


Vice-President 

















N. H., has entered Florida. 
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LIMIT ON TWO WEEKS PERIOD 

Pacific Mutual Will Write Only $100 

Monthly Indemnity on Short Period 
—Further Limitations 





The Pacific Mutual has announced 
that after May 1, it will no longer write 
its non-cancellable income policy on the 
two weeks elimination plan for more 
than $100 a month indemnity, and then 
only provided that the policyholder takes 
its equal amount in Pacific Mutual non- 
cancellable income insurance for a 
longer elimination period. 

A minimum limit of $100 on non-can- 
cellable income policies is also effective 
May 1, except where the total amount 
of insurance is at least $100 a month 
and different elimination periods are de- 
sired for smaller amounts. 

In a letter to agents and brokers, 
Miller & Miller, general agents at Chi- 
cago, state that when the non-cancella- 
ble form of income protection was first 
devised, it was on the theory that the 
plan would appeal to purchasers on the 
basis of three months elimination period. 
Approximately 70 percent of all the 
non-cancellable business of the company 
is now on the three months plan. Most 
of the remainder is on two months or 
one month elimination, with a small 
amount on the two weeks elimination. 

The purpose of the non-cancellable 
policy is to cover the long periods of 
disability. Hence the elimination of the 
two weeks plan is in keeping with the 
general purpose of the insurance. 





Nebraska Mutual Business 


The mutual accident and health com- 
anies wrote in premiums in Nebraska 
ast year, $1,392,395 and paid losses, 
$871,954. The Travelers Health was the 
leader, showing $481,152 premiums, 
$324,110 losses. The Mutual Benefit 
Health & Accident of Omaha was next 
with $234,631 premiums and $120,325 
losses. The Physicians Casualty of 
Omaha showed $196,244 in premiums 
and $100,978 losses. The Physicians 
Health of Omaha showed $194,910 pre- 
miums and $142,316 losses. There were 
no others that wrote over $100,000 in 
premiums. 





Smith Against “Tribune” Policy 

MADISON, WIS., April 21.—Commis- 
sioner Smith of Wisconsin has come out 
flatfootedly against the Federal Life-Chi- 
cago “Tribune” accident policy, and in a 
statement sets forth his reasons for dis- 
approving the policy. The commissioner 
points out that Federal Life is not. ad- 
mitted to Wisconsin, and asserts in issu- 
ing these policies to citizens of Wiscon- 
sin there is “a violation of our law.” The 
statement lists in great detail the depart- 
ment’s objections to the policy. 

The expression from Commissioner 
Smith is all the more interesting in view 
of the fact that the first $7,500 death 
benefit under the plan was paid the widow 
of a Janesville, Wis., taxi driver. 





Withdraws Life Indemnity 


The New Amsterdam Casualty has 
withdrawn from sale and use its life in- 
demnity rider providing that indemnity 
for total confining illness disability 
would continue so long as such disability 
lasted. 


Enters New England States 


The United States Life & Casualty of 
Chicago is now entering all the New 
England states. Heretofore it has been 
operating only in Massachusetts, but 
now will seek licenses in all the states 
in that section. The company is licensed 
in all states where the National Life, 
U. S. A. had its industrial disability 
business except New York, Virginia, and 
possibly one other state, due to the fact 
that these departments will not .license 
a company until it has been operating 
a year. 


Writing Teachers’ Groups 
The United States Life & Casualty is 

















writing a number of group health and 





You Can’t Pass Up Puzzles 


If you don’t care for cross-words, there are uncertain 
leads and perplexing prospects for your attention. 


No life underwriter can solve all the puzzles that con- 
stantly beset him, but the best results in the long run are 
obtained through a definite service program. 


Lincoln National Life agents are given a thorough 
educational course which starts when their contract goes 
into effect and which helps to avert many of the common 
pitfalls. 


Lincoln National Life agents get the direct assistance 
of competent men in the field in their building plans. 


In their ambition to give prompt and thorough service, 
Lincoln National Life agents are backed by effective Home 
Office co-operation. 


Because this Company helps them directly to solve 
their field puzzles, Lincoln National Life men are sure that 
it pays to 
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The 


Lincoln National Life 
Insurance Company 


**Its Name Indicates Its Character’’ 
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Lincoln Life Building Fort Wayne, Ind. 


Now More Than $355,000,000 In Force 
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Construction of Accident Policy 


Yaintiff sought to recover on an acci- 
1 eens policy issued by defend- 
ant to plaintiff's son. The policy stated 
that the occupation of the insured was 
that of “traveling inside electrician. At 
the time the insured received the injury 
which resulted in his death he was work- 
ing outside of a building connecting 
wires extending from a transformer on 
the main electric line to wires extending 
into the building The current was on 
and flowing through these wires. De- 
fendant claimed that at the time the in- 
sured received the injury he was doing 
an act pertaining to an occupation clas- 
sified by defendant as more hazardous 
than the occupation stated in the policy 
and that plaintiff was therefore entitled 
only to a reduced amount of insurance 
according to a standard provision of the 
policy. In the classification of electri- 
cians filed by defendant in the office of 
of insurance 















the state superintendent 

“inside wiring” was classed as an ordi- 
nary risk, “linesman, current on” was 
classed as non-insurable, and “out-side 


wiring” was classed as a hazardous risk, 
Three electricians testified on behalf of 
the plaintiff that an inside wireman 
works at anything on the inside of a 
transformer and has to work outside of 


— ——___—_— -- - ———_——- - — ——— 
: t cases for teachers. It arranges | buildings and handle high voltage. De- | been made assistant in a detached office 
a of 75. The premium is | fendant contended that this testimony | at Northampton, succeeding Assistant 
ght gives $1,000 death indemnity vas inadmissable and that it was for | Pichette who was transferred to Provi- 
nd $100 a month monthly indemnity. | the defendant to say what line of work | dence, R. I Agent J. Porter of Fall 
“ ys of this character have been | was covered by the different classifica- | River is appointed to an assistancy at 
a9 in a number of cities within | tions set forth in its policies. a Fall River. 
e 


Held: The testimony of expert 
witnesses offered on behalf of the plain- 
tiff was properly admitted by the trial 
court and abundantly supported the 
ecourt’s conclusion that the policy sued 
on covered the insured in the work he 
was doing at the time he received the 
injury which caused his death.—Goetz vs. 
Continental Casualty, Appellate Court of 


Illinois, 4th District. Decided April 2. 
Accident Notes 

Paul Runk has succeeded S. V. Britten 
as the Massachusetts Protective repre- 
sentative in Cincinnati. Mr. Runk will 
have his offices in the Southern Ohio 
Bank building. 

The “Farmer,” at Minneapolis, one of 
the leading agricultural papers of the 
west, is now offering a travel accident 


policy for $5,000 to its readers, the con- 
tract being with the Federal Life of 
Chicago. 
| G. D. Lioyd, the “Texas whirlwind,” sold 
about $100,000 over his quota of $1,000,- 
000 in travel accident policies in 30 days 
for the Federal Life at Houston, Tex., 
ending April 1. He worked in connec- 
tion with Ralph Soape, local agent there. 
Frank T. Freeman has been appointed 
general agent in Flint, Mich., for the 
Aetna Life and will report direct for 
accident, health and life certificate group 
business. He will have equal privileges 
for the development of commercia! acci- 
dent, health and similar lines with the 
Grand Rapids branch office. 


= = 
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INDUSTRIAL BUSINESS LARGE 


Total Writings of the Companies that 
Are Licensed in the State of 
New York 


Of the big industrial companies op- 
erating in New York the Prudential 
led in new business the country over 
last year, its industrial writings amount- 
ing to $837,687,231. Its revivals and in- 
creases amounted to $183,160,602. Its 
total industrial insurance is. $4,506,525,- 
968, being an increase of $551,130,112 
over the year before. The Metropoli- 
tan’s new writings amounted to $828,- 
585,716, it revived and increased $166,- 
727,760; insurance in force 
| 250,399, making an increase in industrial 
| of $442,094,080. The John Hancock's to- 
tal new industrial business’ last year 
amounted to $153,758,024. Its revivals 
and increases amount to $23,493,532. It 
has industrial in force amounting to 
$906,884,758, an increase of $64,589,414 
over the vear before. The Colonial of 
New Jersey wrote in new _ industrial 
$19,697,530. Its increases and revivals 
amounted $3,057,432. Its total in- 


1s 






to 





Of $6,669,246 over the year before. 







Hascon Gets Staten Island 


James J. 





A. Hasson has been appointed 







by the Prudential as an assistant super- 
rome in the district embracing 
“Staten Island. Mr. Hasson became an 





22 
states 
recognition of 
has done. 


agent for the company in December, 19 
and a home office announcement 
that his promotion is in 
the good work he 















Erie Office is Opened 
: The John Hancock Mutual is opening a 
“uberintendency at Erie, Pa. A. C. Young 
“ssistant superintendent at Philadelphia 






4, is mz - 
pond made superintendent at Erie. He 
gre the company service in 1905 and 

~ veen assistant superintendent for 





nine years, 












Opens Office at Flint, Mich. 


ioe. ~ Hancock Mutual is establish- 
po Pog inc ustrial office at Flint, Mich., in- 
Bay hy this territory Saginaw and 
intender: J. P. MeCool, assistant super- 
pelntea at Brockton, Mass., has been ap- 

Superintendent at Flint. He has j 


been wit , 
17 a the John Hancock for more than 




















dustrial in force is $69,299,300, an increase | 


BOSTON MUTUAL HAS CHANGES 


| Company Announces Some Shifts and 
Promotions Among Its Men 
in the Field 


of 
been 


Superintendent W. H. Moody the 
Boston Mutual Life, who has in 
charge of the Boston office for a number 


of years and who developed it from al- 
most nothing to the largest agency in 
the company, is made assistant super- 
intendent of agencies with headquarters 
at the home office. The Boston district 
|has been divided into two parts. The 
present old headquarters remains in the 
present building. A new district has 
been created at Uphams Corners, Dor- 
chester, Mass. 

Assistant George Simpson from the 


$4,352,- | 


Boston office succeeded Mr. Moody at the 


Boston office and Assistant Jay T. Bene- 
dict, assistant at the Boston office, is 
promoted to superintendent at the Dor- 
chester office. 

Agent F. Dow of the Boston office is 
promoted to assistant at the Boston 


office, and Agent A, White of Boston was 
promoted to assistant at Dorchestér. 
Agent H. Donovan of the Bostor office 
was recently promoted to an assistancy 
at Brockton. Agent J. Derosier of the 
Worcester office is promoted to an as- 
sistant superintendent at Lowell, Mass. 

Assistant J. Hagan of Taunton, Mass., 
is being transferred to the Chelsea, 
Mass., district, succeeding Assistant 
Clark who is retiring on account of 
sickness. Agent H. Burton of Provi- 
dence, R. L, is being promoted to take 
the assistancy at Taunton. 

The Chelsea district, which covers a 
wide area, is being divided into two dis- 
tricts. Superintendent W. Grace, who 
has built the Chelsea district from noth- 
ing to one of the largest districts in the 


company is being transferred to the new 
district at Malden, Mass. Superintendent 
L. Chisholm of Salem, Mass., is being 
transferred to the old half of the 
Chelsea district and Assistant Shinnick 
of Salem, who has been with the com- 
pany several years, and who declined 
promotion to superintendent owing to 
the fact that he did not wish to leave 


| his home town, is being promoted to su- 


perintendent to succeed Mr. Chisholm 
who is going to Chelsea. Agent J. 
Peters of Salem is being promoted to 
take the staff which Mr. Shinnick is 
leaving. 

Agents J. King and J. Azgzerone at 
Providence, R. I., are promoted -to as- 
sistants at the Providence office. The 
| company expects to have a new agency 
opened up in Pawtucket, R. L, by the 
| middle of April. It is now negotiating 


for offices there. 
Agent H. Farr of Northampton 
tached from the Holyoke district, 


de- 
has 


PUBLIC SAVINGS PROMOTIONS 


Number of Men Out on the Firing Line 
Given a Boost by the 
Company 


The Public Savings has created a new 
district at Elkhart, Ind., with Superin- 
tendent W. B. Lindsey as manager of 
the district. He has been superintend 
ent of one of the Elkhart staffs. F. ©. 
Cole and R. 8S, Sappington are both su- 
perintendents at Elkhart. J. A. Barn- 
house at Goshen, A. D. Rupe at Warsaw 
and G. C. Farrington at Nappanee, and 
Ordinary Supervisor B, J. Taylor repre- 
sented the home office and delivered the 
principal address when the new district 
was opened. Other recent changes in 
the field are as follows: 

Superintendent E. Gruesser transferred 
from Jeffersonville, Ind., to Louisville, 
Ky. 

Agent W. J. Axton promoted to super- 
intendent at Jeffersonville, Ind. 

Superintendent C. C, Miller transferred 
from Defiance, O., to Toledo 1. 

Superintendent B. F. Vance will take 
charge of a newly created superintend- 
ency at Muncie, Ind, 

Agent C. C. Robertson promoted 
superintendent at Muncie, Ind. 

Agent C. E. Reynolds, Logansport, Ind., 
promoted to home officé inspector. 

Superintendent F. L. Cottingham trans- 
ferred from Hamilton, O., to Fort Wayne, 
Ind. 

Superintendent J. P. 
ferred from Springfield, 
ton, O. 

Agent C. Filer promoted 
tendent at Springfield, O. 

Superintendent F. E. Cooper trans- 
ferred from New Albany, Ind., to Indian- 
apolis South. 

Agent C, J 
perintendent 


to 


Murphy 
0., to 


trans- 
Hamil- 





to superin- 


promoted to su- 


Nicoulin 
at New Albany, 





Set New Record 


The Western and Southern Life In- 
surance Company for the week of March | 
23, known as “Bull's Eye Week,” pro-“ 
duced more ordinary business during 
that time than in any similar period 
in the history of the company. Last 
Friday and Saturday the company held 
a convention and banquet at the Hotel 
Sherman, Chicago, in recognition of the 
excellent work done by the agents, as- 
sistant superintendents, and superintend- | 
ents, in Division “E” during the com- 
pany’s 37th Anniversary Week, Feb- 
ruary 23 


News of the Prudential 


Manager C. G. Lanning recently com- 
pleted 25 years of service with the Pru- 


dential. He has charge of the Canadian 
division, comprising 28 districts. The 
entire field force put forth a _ special 


effort in his honor in the form of a drive 
for new ordinary business. As a result, 
an unprecedented amount of ordinary in- 
surance was written. It was a splendid 
tribute to their chief and showed in no 
uncertain way the esteem in which he is 
held by every Canadian representative 
Two agents promoted to assistant sup- 
erintendents recently are M. L. Meltzer 
of Rochester No. 2 and J. P. Zedalis of 
Middletown. 


Klusmeier Is Honored 


William Klusmeier, superintendent of 
the Prudential’s Cincinnati District No. 2, 
Observed the 20th anniversary of his con- 
nection with the company. Ot a dinner 
which followed a meeting of field and 
office staffs he received the certificate 
and emblem of Class D, Prudential Old 
Guard, 

The presentation was made by William 
R. Konow, assistant secretary of the 
Prudential, who, with Division Managers 
W. H. Bettner and Thomas H. Girtanner, 





represented the home office. 
Mr. Bettner presided as chairman at 
WANTED 


A young man to edit the “House Organ” 
of an Eastern life insurance company, one 
who has field experience and who is a 
graduate of a university life insurance 
course. | 


Address N-72, 











AGENTS 


who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory still 
awaiting capable representatives. - 
Your inquiries will have considera- 
tion. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 


Portland, Maine 














Only -type men and women can obtein 
contr to represent this company. 


rect with Company backed by real co- 

operation. 

Cumwronw Matonay 
President 

A. Moserzy Horxivs, Manager of Agencies 


Home Office Building 
111. N. BROAD ST.. PHILADELPHIA, PA 





Jacxson Matonazy 
Vice-President 























ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 














A. GLOVER & CO. 








H. NITCHIE 
° ACTUARY 
1523 Association Bidg. 19 S. La Salle St 
Telephone State 4992 CHICAGO 








HARRY Cc. MARVIN 
CONSULTING ACTUARY 


2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








RANK J, HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bidg. DES MOINES, IOWA 








Actuaries & Examiners 
600 Gates pales 


Kansas City, 


OHNE. HIGDON 
OHNC. HIGDON } 








T J. McCOMB 
e COUNSELOR AT LAW 


CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. 


Valuations 
Policies 


. OKLAHOMA CITY 
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the staff meeting, and the following re- 
sponded to the call of the chair: D. C. 
Williams, superintendent at Evansville; 
A. M. Kemery, superintendent of Colum- 
bus No. 1; R. EL. Allen, superintendent at 
Covington, Ky.; W. W. Peters, superin- 
tendent at Akron, O.; F. E. Shelton, su- 
perintendent of Dayton No. 1; William 
Krusmeier, Jr., agency supervisor of the 
Western-Southern Insurance Company; 
Assistant Superintendent Haynes; F. G. 
Basford, superintendent at Hamilton, O.; 
G. A. Fisher, superintendent of Cincin- 
nati No. 3, and Mr, Girtanner. 


News of the Prudential 


James J. A. Hasson, who has been 
operating in the Staten Island district 
as agent since his appointment Dec. 4, 
1922, has been-promoted to assistant su- 
perintendent in his own district. 
William B. Shockley, who was ap- 
pointed agent in the New York No. 8 dis- 
trict on May 21, 1923, and transferred 
to New York No. 13 district, has been 
advanced to assistant superintendent. 
Leo P. Mischke, agent in the New York 
No. 9 district, 
sistant superintendent in his own district. 
Agent William H. Dunlevy of the 


Wheeling, 





| 


has been advanced to as- | 





| sistant superintendent at Bristol, 


W. Va., district, is promoted 
to assistant superintendent in the same 
district. 

Assistant Superintendents Ellis R. 
Powers and Charles W. Funk of the New 
Orleans, La., district, are leaving there 
to take agencies in Los Angeles, Cal. 

Agent Clyde A, Rucker of Birmingham, 
Ala., will take the assistancy now con- 
trolled by Assistant Superintendent Rives 
Cc. Stiles. 


District Manager at New Orleans 


G. E. Fettis has been named district 
manager at New Orleans of the Ameri- 
can National of Galveston, Tex. Mr. 
Fettis was formerly of the firm of 
Nathan & Fettis, expert freight brokers 
and forwarding agents. W. H. Ker is 
State Manager. 


Opens South Bend Office 


The John Hancock Mutual is establish- 
ing an industrial agency at South Bend, 
Ind. Ewald Knebel, who has been as- 
Conn., 
was appointed superintendent over the 
South Bend district. He has been with the 
company for more than 14 years. 














Policy Literature, Rate Books, etc. 











PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the “Unique Manual- 
Digest’’ and ‘Little Gem,"’ Published Annually in May and April respectively. 














DIVIDENDS ARE INCREASED 


Manhattan Life Announces Greater 
Return to Policyholders—Gives Ad- 
vantage Over Premium Reduction 
Forms 


The Manhattan Life has announced an 
increased dividend scale beginning May 
1. The announcement states that in the 
case of the company’s new policies which 
were written since May 1, 1924, the net 
cost is less than the reduced premium 
of the reducing premium policies writ- 
ten by the company prior to that date. 
Examples of the new scale of dividends 
per $1,000, payable after May 1, are as 
follows: 


Ordinary Life 





r———- Age at Issue— 
35 


25 3 45 55 

Div’'d Div'd Div'd Div'd 

Premium ...$17.37 $22.90 $32.60 $50.75 
ae écceed 64 .89 1.25 1.72 
. ae .58 .80 1.13 1.55 
DPEe ssiaees 62 71 1.00 1.38 
ere 47 .63 88 1.24 
rrr 43 57 80 1.23 
nn” "S & é:4-ab 42 56 .79 1.22 
ae 41 .55 .78 1.21 
ED ake & ae 40 54 77 1.20 
Premium 19.97 26.33 37.49 58.36 
a, eer 3.00 3.97 5.66 8.81 

20-Payment Life 
Premium 25.35 $30.95 $39.83 $55.66 
Meee’ <é72e3%% 1.13 1.39 1.71 2.05 
SG tbens ed 1.01 1.23 1.52 1.83 
SO. v.deb an 89 1.08 1.33 1.61 
Pe  Gawss oa 77 94 1.16 1.40 
ON 6 60S bh .66 80 98 1,26 
BPOk everece 55 .66 85 1.25 
wee ¢eseawe 45 .59 84 1.24 
a ee 44 .58 .83 1.23 
Premium 28.59 35.03 45.30 63.67 
Be Me 3.68 4.66 6.30 9.24 
20-Year Endowment 

Premium ...$43.21 $44.62 $48.44 $59.44 
See scwtwawe 2.23 2.23 2.25 2.30 
BPG tH  ee< eae 1.96 1.96 1.99 2.05 
Rl. wdieatae 1.70 1.70 1.73 1.80 
i, ee 1.45 1.46 1.49 1.55 
(7 as Gol 1,22 1,32 1.25 1.31 
eae 98 99 1.01 1.28 
ETE .76 .76 .89 1.27 
nt kale vos 54 .66 .88 1.26 
Premium 47.88 49.80 54.60 67.74 
We ass Sacs 5.21 5.84 7.04 9.56 


Detroit Life 


The Detroit Life is now issuing a new 
policy, the “ideal protection policy,” 
which provides for insurance to age 65, 
with a life income thereafter. The policy 
provides for a life income beginning at 
age 65, the annual payment to equal 10 
percent of the face of the policy. Upon 
maturity of the policy at age 65, the pol- 
icyholder will have three optional settle- 
ments. These options are: A lump sum 
settlement of $1,083 for each $1,000 of 
the face amount of the policy: a cash 
payment of $394 and a full paid up life 





insurance policy of $1,000 for each $1,000 
of the face amount of the policy; a fully 
paid up life policy for $1,574 for each 
$1,000 of the face amount of the policy. 
In addition disability benefits will be 
written, so that total and permanent dis- 
ability can be provided and a life income 
given the policyholders. Rate per $1,000 
at five year intervals are as follows: 


Age, Prem. Age. Prem. Age. Prem, 
20 $17.75 30 $24.60 40 $38.12 
25 20.66 35 30.09 45 50.64 


Continental of Chicago 


The Continental Assurance of Chicago 
announces that it will enter the salary 
deduction class and will be able to write 
business in a short time. It will write 
it on the non-medical plan provided 10 
or more risks in one establishment are 
secured. 


International Life 


The International Life of St. Louis has 
announced that during 1925 it will pay 
5.15 percent interest on all trust funds 
left with the company by policyholders 
and policy beneficiaries. This is 1.65 
percent in excess of the 3.5 percent in- 
terest rate that the company guarantees 
on all unpaid portions of settlements 
payable to beneficiaries as income. In 
1924 the International Life paid 5.4 per- 
cent interest. Because of the unsettled 
financial conditions prevalent through- 
out the country the company will not be 
able to equal its 1924 rate. 








NEWS OF LOCAL ASSOCIATIONS 











HARDIN ST. LOUIS SPEAKER |GOOD WORK AT LOS ANGELR 


‘Other Officials of Mutual Benefit Also 
On Program at Life Under- 
writers’ Meeting 


ST. LOUIS, MO., April 22.—The 
ethics of the life insurance business and 
the higher type of men now following 
the profession of insurance have made 
it possible for the policyholder to feel 
his protection, John Hardin, presi- 
dent of the Mutual Benefit Life, told the 
Life Underwriters Association of St. 
Louis at its meeting Thursday night. 
President Hardin, Dr. William R. Ward, 
chief medical director for the Mutual 
Benefit, and Oliver Thurman, superin- 
tendent of agencies for that company, 
were in St. Louis attending their com- 
pany’s local agency convention and 
readily accepted an invitation extended 
by ’. A. Summers, president of the 
St. Louis life underwriters, to address 
that association. 

“There is a certain spirit of decency 
in the life insurance business that at 
one time did not exist generally,” Mr. 
Hardin continued, “and such associations 
as yours are the breeding places for ideas 
and ideals that will lift the insurance 
business even higher than its already 
high plane. 

“The business is a great trust today. 
It is one of the most intricate businesses 
that exist. The handling of hundreds of 


Radio Program to Be Broadcast Every 
Week—Membership Captains 
Named in Each Agency 


LOS ANGELES, April 20.—A large 
attendance marked the regular monthj 
dinner-meeting of the Los Angeles q. 
sociation in the Pacific Mutual auditor. 
ium last Thursday evening. 

Following the dinner and communi, 
singing led by James S. Logan, gener, 
agent of the Minnesota Mutual Life , 
brief business session was held with 
President A. M. Anderson in the chair 

Roy Ray Roberts, of the Mutual Bep. 
efit, chairman of the membership com. 
mittee, stated that his committee hag 
recently appointed a captain in each gen. 
eral agency in the city. The duties gj 
this position include the making of gr. 
rangements for speakers from the a. 
sociation to address weekly agenc 
meetings upon the subject of the a¢- 
vantages of association membership, the 
purpose being the exertion of a syste. 
matic effort to obtain a 100 percent 
membership of the agency in the asso- 
ciation. The captains will also hay 
charge of the details of disposing of the 





theusands of dollars in small amounts, | 


representing the payments for protection 
from as many policyholders means that 
men of high ideals must be engaged in 
it or it will not succeed.” 

President Hardin was introduced by 
George Johns, editor of the editorial 
page of the St. Louis “Post-Dispatch.” 
They were classmates at Princeton Uni- 
versity many years ago. 

Dr. Ward gave an exhaustive and 
highly interesting discourse on the his- 
tory of insurance, tracing it from the 
inception of the idea in the tenth cen- 
tury before Christ down to the present 
time. 

Mr. Thurman told of the opportun- 
ities and responsibilities of present day 
life insurance agents. 

x * * 


Philadelphia, Pa.—The annual meeting 
of the Philadelphia association will be 
held on May 14. Paul Loder, president, 
has appointed the following nominating 
committee: Thomas Scott, Penn Mutual; 
George E. Ott, Equitable; A. D. Wallis, 
Equitable of Iowa; Edward R. White, 
Connecticut Mutual, and H. Rosenberg, 
Metropolitan Life. President Loder said 
that the committee would present only 
one slate of candidates. 

At the annual meeting and banquet, 
besides the election of officers, there will 
be speaking by some insurance leaders 





His Wish for Life Men 


AM R. WEEMS of Dallas, Tex., 

general agent of the Minnesota Mu- 
tual Life, has put in compact form his | 
1925 good wishes for life insurance men 
in this country. Mr. Weems the 
largest personal producer of his com- 
pany, a man of high integrity, splendid 
personality and exalted character. Here 
is the wish that he gives. 

“That as you go among your fellow 
men you will live such a life as will make 
you believe in yourself so that every 
man may believe in you; that your life 
will be founded on a faith in God and 
in your fellow men, and that men may 
look upon you and point to you as a 
man worthy of their confidence, and in | 
whom they may repose the utmost trust, 
because men will buy life insurance only | 
from men in whom they believe.” 


1s 


Clyde F. Gay, from the home office of 
the Aetna Life, has joined the Gordon 
H. Campbell agency at Little Rock, Ark. 
Mr. Gav will specialize on group insur- 
ance. He will also work in conjunction | 
with local agents of the Aetna through- | 
out the state. 


and a general farewell event of the year 
before adjournment for the summer. 
Thirty-seven new members were recently 
elected, 

dll 

Quincy, Ui—The Quincy association 
banquet last week was attended by 70 
active insurance representatives in the 
local field and the meeting was one of 
the most enthusiastic of the organiza- 
tion’s history. Hannibal, Mo., Mt. Sterl- 
ing. Hamilton, Palmyra, Plainville, Kin- 
derhook, Barry, Fowler and other towns 
in the Quincy district were represented. 
Eugene B. Stinde, St. Louis, gave the 
principal address of the evening. Visit- 
ing members also gave short talks. 

*x* * * 

Peoria, I1!1.—Dr. William S. Sadler was 
scheduled to give the principal address 
at the monthly meeting of the Peoria 
association meeting Wednesday night. 
It was also the annual Ladies’ Night 
event and preparations were made for a 
huge attendance. The “Pelico” and 
“Tower”. clubs of the Peoria Life home 
office presented the underwriters’ play, 
“The Heart of the Bstate.” 

a. 

Indianapolis, Ind.—Harold P. Trosper, 
vice-president of the American Life of 
Detroit, addressed the Indianapolis asso- 
ciation this week. 





tickets to the monthly meetings and 


; will actively cooperate with the associa- 


tion in the influencing of a maximum 
attendance. An association. membership 
of at least one thousand is the goal oj 
the membership committee, avd every 
effort will be made to reach withir 
the next sixty days. 

Samuel McCurdy, of the New York 
Life, chairman of the radio committee, 
reported that a definite program had 
been laid out, the ultimate object of the 
campaign being to sell the life under- 
writer to the public. A five to eight 
minute talk on some phase of life under- 
writing will be broadcasted each week 
from station KHJ, the Times, Los 
Angeles. 


Speakers on Radio Program 


The speakers and the subjects which 
have been assigned for such broadcast- 
ing, in the order in which they will be 
heard, are as follows: Roy Ray Rob- 
erts, on “The Life Underwriter as an 
Adviser;” Alexander A. Dewar, on “The 
Safeguards of Life Insurance;” Mr. Jen- 
kins, on “Program Insurance;” Sam Me- 
Curdy, on “The Yard Stick;” Will G 
Farrell, on “Income Insurance;” Charles 
E. Bent, on “Independent Old Age;” A. 
M. Anderson, on “Educational Policies;” 
Charles L. Lewin, on “Business Insur- 
ance and Inheritance Taxes;” George W. 
Ayars, on a subject to be selected by 
him; Frank F. Peard, on “Your Neigh- 
bor’s Life Insurance,” 

President Anderson read a letter which 
had been received from the National As- 
sociation directing attention to a move- 
ment to secure the election of Walton 
L. Crocker, president of the John Han- 
cock Mutual Life, as a director of the 
Chamber of Commerce of the United 
States, and asking the support of the lo- 
cal association members who are als® 
members of the local Chamber of Com- 
merce. 

In response to the inquiry as t 
whether any agency was represented at 
the meeting by a 100 percent attendance, 
theh Provident Mutual Life agency 
claimed this honor. The meeting was 
then turned over to R. S. Babcock, field 
superintendent of the Los Angeles 
agency of the Provident Mutual. ; 

M. Albert Linton, vice-president of thi® 
company, was present and an address 
on “Life Insurance Policyholders and 
Trust Company Service.” There wer 


| several other speakers, some from out- 


side the insurance businéss. 
“3 

Santa Ana, Cal.—The Orange County 
association of Santa Ana, held its regular 
monthly meeting on Monday evening &! 
St. Ann’s Inn, President R. G. Cartwright 
presiding. There were 33 members and 
and guests present, and after a brief 
business session the meeting was turned 
over to J. W. Estes, chairman of the 
entertainment’ program. A feature of 
the meeting was that each member of 
the association brought with him 3" 
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ounty banker. The principal 
— of the evening was Marc Ryan, 
spsistant vice-president of the Bank of 
a of Los Angeles, whose subject was: 
“ufo Insurance and Trust Agreements. 
It was announced that the next meet- 
ing will be held on May 11, and each 
mber is expected to bring with him a 
friend who is a member of the local 
Chamber of Commerce. 

x * * 


Barbara, Cal.—The Life Under- 
Min nes Association of Santa Barbara 
held its regular monthly meeting last 
Friday evening. A party of six motored 
up from Los Angeles to attend. 
x * * 

‘hicago—A meeting of the Chicago 
Ph ec a will be held April 30. Prof. 
gs Ss. Huebner of the Wharton school of 
commerce, University of Pennsylvania, 
will be the speaker. 

x * * 

Fort Dodge, Ia.—The Fort Dodge asso- 
ciation held its monthly meeting at the 
Chamber of Commerce, with Dr. A. H. 
McCreight as the speaker. Dr. McCreight 
gave an interesting talk from the local 
examiner’s point of view. 

x * * 

Long Beach, Cal.—At a meeting last 
Friday evening the life underwriters of 
Long Beach took the initial steps toward 
the organization of a Life Underwriters 
Association. W. F. Van Meter was 
elected president; C. W. Hudson, vice- 
president, and Harry H. Gerald, secre- 
tary-treasurer. It was decided to apply 
to the National Association for an inde- 
pendent charter instead of functioning 
as it has heretofore as a branch of the | 
Los Angeles association, | 

| 
| 
| 








Report on Quarter’s Experience 


The Prudential claim payments dur- 
ing the first quarter amounted to more | 
than $161,000 a day with an aggregate 
increase over the first quarter of 1924 of | 
$1,665,560. This is due to the increased | 
business and not to a jump in mortality 
rates, the ratio of claims to the number | 
of policies in force remaining about the | 
same as last year. In the industrial | 
department with its 15,000,000 policy- 
holders, the claims numbered 59,911 for | 
$8,452,873, an increase of 4,437 claims 
for $892,525. In ‘the ordinary depart- | 
ment 4,683 claims for $6,096,000 were | 
paid during the first quarter. 


Medical Men Attend Conference 


A number of musical examiners of the 
insurance companies in Connecticut have 
been invited to attend the session of the 
Connecticut Conference of Social Work 
at Waterbury, April 28, at which there 
will be a discussion of the results of the 
campaign to interest people in an annual 
health examination. Dr. James R. Mil- 
ler of West Hartford being chairman 
of the meeting. Among the speakers 
scheduled for the three-day conference 
are: Judge George H. Day whose sub- 
ject will be “Delinquency,” and Dr. O. | 
G. Wiedman, who will speak on “Men- 
tal Hygiene.” 








Life Notes 


The Farmers & Bankers Life of 
Wichita, Kan.. has been licensed in Iowa. | 


C N. Patterson, secretary of the 
Minneapolis Association of Life Under- | 
Writers, has been able to resume his 
duties as special agent for the Union | 
‘entral after an attack of la grippe 
which kept him at home the greater part | 
of three weeks. | 


W. T. Graves, district superintendent | 
of the Public Savings at Evansville, Ind.. 
— Severely cut about the head and | 
— when he was struck by an automo- | 
bile the other night. Mr. Graves was 
removed to a hospital where it was an- 
nounced that his injuries were not of a 
Serious nature. 


mi W. Fuller. general agent for North 
ota for the Northwestern Mutual Life, | 
's attending a group conference of gen- | 
Meceeetts of the company west of the 
reessippi at Colorado Springs. Before 
one to Fargo Mr. Fuller will at- 
a the wedding of his brother, How- 
“- Fuller of Des Moines. 

- J. Cummings, assistant agency mana- 
doing the Minnesota Mutual, has been 
tucks organization work in Ohio and Ken- 
tio, ¥ for the past month, with the excep- 
an of a few days spent at Sioux Falls, 














George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 




















THE SECURITY LIFE INSURANCE CO. OF AMERICA 


0. W. JOHNSON, PRESIDENT 


WANTS: A FIELD ORGANIZER 
CONTRACT—SALARY AND EXPENSES 


WANTS: GENERAL AGENTS AND MANAGERS 
CONTRACT COMMISSIONS OR COMMISSIONS 
AND EXPENSE ALLOWANCE 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed 
Address S. W. GOSS, Vice-President, The Rookery, Chicago, III. 











“When is a Prospect?”’ 


AVE you ever had the full force of your presentation dampened and 
made ineffective by the suspicion that your man was not a good pros 
pect after all? Or have you, perhaps, devoted an hour or two of intense 
effort to a man—only to find that he is impossible physically, morally 
or financially? ° 


. . . e . 
The agent working under the American Central Plan does not have this ex- 
perience because he operates with the Surveyed Prospect Card. 


This is a part of the Plan. The pre-selection.of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are professionaliz- 
ing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions 
will enter additional states. Details of the American Central Plan and our meth- 
ods of operation will be given gladly to any one interested in considering a con- 


nection with us. 
Perhaps the most comprehensive field 


development program in existence today. I nN Ss U RA | CE co. 


One phase is described in this advertise- 
— INDIANAPOLIS 
ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 









NUMBER TWO IN A SERIES OF INFORMATION ADVERTISEMENTS 

















+ Where he appeared on the sales 
nneress Program with C. J. Rockwell and 
tereh from the University of Pitts- 
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| COMPANY PRACTICE ON INCOME OPTION | 


Procedure of Individual Companies on Caring for This Feature Shown 1) 
in Answers to Questionnaire 


= 








N view of the increased interest in in- 

come insurance and its value as the 

important factor in program 
ance, THe NATIONAL UNDERWRITER has 
sent a questionnaire to all life insurance 
companies regarding their provisions for 
this plan in the application and policy. 
Both home office officials and agency 
managers are constantly urging the 
agent to write more income insurance, 
but in many cases are receiving only 
half hearted responses. It has been 
stated by some that this is due to the 
increased difficulty of putting the in- 
come option in force. The plan is more 
cumbersome and difficult to write so 
that the agent is inclined to take the 
path of least resistance and write the 
policy for a lump sum settlement. 


Majority Show No Provision 


The replies thus far received by Tue 
NATIONAL UNDERWRITER would indicate 
that this is largely the case. Few com- 
panies have actual provision in the ap- 
plication form for an income settlement. 


insur- | 


To put the income option in force, the | 


agent is required to make special note 
on the application and take the danger 
of additional queries on the notation. 
This is not always the case, however, as 
some companies have definite provision 
in the application. Some of the replies 
so far received are as follows: 


New York Life—The New York Life 
has no provision in the application itself 
for the election of an income option. It 
is not taken care of by a separate blank, 
but-it is necessary for the agent to write 
a letter stating the desire of the insured. 
The agent may, however, specify in the 
application by inserting the request. In 
the issuing of the income options, the 
option is endorsed on the policy or a 
trust agreement is attached. This 
method does not delay the delivery of 
the policy to the insured. 


Manhattan Life.—No 
made in the application itself 


provision is 


election of an income option, so far as | overcome this, we are making some 
but some | 


mentioning income payment, 
space is provided for a brief request and 
’ 





for the | come idea to his prospect. 


policy, which will enable the agent to fit 


sufficient, if the ordinary options of the 
policy are wanted in the payment of the 
proceeds. Sometimes the agent will 
insert a request in the applications, 
sometimes in a letter. In some cases, 
in order to give specific direction, 
where there are contingent benefi- 
ciaries, it is necessary for the agent 
to write a letter stating the desire of 


the insured, owing to limited space, 
to give sufficient details in the ap- 
plication. The option may be _in- 


cluded in the policy at the time of is- 
sue. 
is obtained and the policy then endorsed. 
The present method does not delay the 
delivery of the policy unless the request 
is an unusual one that requires ampli- 
fication by the applicant, in order to 
properly figure which is in the policy. 
We do not believe the agent’s job is 
made more complicated, the agent gen- 
erally knowing: the applicant wants to 
provide for income payments. We be- 
lieve it helps to make delivery, if the 
applicant’s wishes can be met. 
* * 7 

Mutual Trust Life—We have found 
that the greatest difficulty with us has 
been in getting the agent to perfect 
himself in the matter of selling the in- 
In order to 


changes in the settlement options in our 














prospects. 


i} Texas. 





Write today to 


Geo. L. Grogan 
Manager of Agencies 


A Program of Expansion. 
| 


Your Attention is Especially Directed to the 


“ . . . 

, History in Figures” Below. 
. Liabilities Surplus and || 

End of Admitted Including Contingent Policy Holders Insurance | 
| Year Assets Capital Reserve Reserve in Force Hl 
| a eee ee $ 279,467 $ 209,109 $ 70,358 $ 8,450 $ 1,301,774 | 
] | EE ne Pe 447,095 382,794 64,301 177,252 5,017,574 
Sih, sdGanicehek saad 1,140,608 999,625 140,983 785,414 9,505,850 
1] ae ee 1,329,362 1,189,053 140,309 978,205 12,538,712 | 
I ar sree. 1,590,518 1,437,972 152,446 1,225,573 15,068,390 ! 
| csc manlenichianhavee 2,000,827 1 178,271 1,589,119 17,542,346 
| } Semen 2,334,190 2,133,840 210,350 1,892,753 17,548,118 HT 
| i? ssennsds oie saneaeee 2,641,750 2,358,665 283,085 2,113,221 18,109,824 | 
Don bebwiss<deenseume 2,936,981 2,606,433 330,548 2,356,127 20,067,450 | 


| 

| We offer policy contracts to meet every human 1] 
] need that can be served by life insurance, coopera- 

! tion to satisfy every reasonable request by an | 
} agent, and a unique pre-approach plan that will | 
furnish you with an unfailing supply of live | 
| Choice Terri , ae ad aia 

| ioice Territory Available in Missouri, Kansas, H 
| Oklahoma, Arkansas, Ohio, Pennsylvania, and 


| Bank Savings Life Ins.Co. || 


Home Office, Topeka, Kansas 




















After the issue a formal request. 


a 
the prospect’s needs with less difficy), 
We also contemplate issuing some ne, 
forms of the income policy which we 
believe will help the agent in Placing 
more policies on the income basis, Pp», 
vision is made in the application jtc: 
for the income option, if election ; 
made at the time of making applicatip, 
If the election is made after the polie, 
is issued, it is made on a separate blank 
It is sometimes necessary for an agey 
to write a letter, because the desire , 
the insured cannot be expressed in ty 
space provided in the blanks. If the x. 
quest is made at the time of making ap. 
plication, the method of settlemen; ; 
written into the policy at the time » 
issue. It is not necessary to return tly 
policy after delivery. No delay is cays 
in the delivery of policy, however, 
“= 


American Central Life, Ind—ry, 
application contains no special questig; 
regarding an income option. The op. 
tion may be requested in a space {y 
description of plan of policy. A sep. 
arate blank is not necessary unless th 
option is unusual. Likewise, it is ne 
necessary for the agent to write a le. 
ter stating the insured’s desire, unles 
the option is unusual. If request is mak 
in the application, the policy is issued 
with a special rider and sent to th 
agent for delivery. It is not necessar 
to return the policy after delivery, w 
less the application for installment op. 
tion was not made in the application 
Delivery of the policy is not delayed up. 
der any circumstances. 

* * a 

Berkshire Life—We have attempted 
to educate our agents to cover requests 
to have the proceeds of policy paid in 
installments by inserting the appropr- 
ate request in the application for the in- 
surance, when submitting to the home 
office. If this is done, there is abso- 
lutely no delay in having the policies 
issued with the appropriate endorsement 
to show that the proceeds are to be 
payable. This, of course, applies onl 
to the simpler forms of request to have 
the proceeds payable either in continv- 
ous installments or in guaranteed in- 
stallments for a stipulated number o 
years. If such a method is not selected 
at the time application for insurance is 
made, it may, of course, be done subse- 
quently by completing the proper for: 
of request upon a blank provided by the 
company. It is naturally necessary for 
the home office to prepare the more 
complicated forms that are necessar) 
if the proceeds are to be disbursed under 
what are sometimes termed the “trust 
option” that is now being used very ex 
tensively by many companies. 

* * * 


Penn Mutual Life—Provision is mat’ 
in the application for simple cases. 4 
separate blank is under consideration 
but at present our practice is to draw ¥ 
a form of amendment to the application 
covering the provisions of the income 
settlement desired, upon receipt of the 
application accompanied by such letter 
of explanation from the agent as may %® 
necessary. The policy is then issue 
with a copy of these provisions attached 
together with the amendment, and upo! 
delivery the agent secures the signature 
of the insured to the amendment a 
returas the executed amendment to the 
home office. Our present practice seems 
to be as free from delay and unnecessat! 
detail as possible. 
* > 
New England Mutual Life—Our 4” 
plication form gives the opportunity ! 
indicate the applicant’s election as ! 
income or settlement option: We © 
not have a separate blank for this pur 
pose. A letter is generally written ™ 
connection with these cases, as the a> 
plication does not provide adequatt 
space for an elaborate description © 
special provisions or agreement. Our 
policies contain five installment optio? 
In addition to these, we issue spect 
monthly income policies. We allow co# 
siderable leeway in respect to the ™ 
stallment options for providing for num 
erous contingencies under the one ©Of 
tract. For instance, an agreement ¥™ 











(CONTINUED ON PAGE 25) 
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in the country 
newspapers has proved a_ busi- 
ness getter for Joseph Hirsch, 
Histrict manager in South Texas for 
he Kansas City Life. Not only did 
« build up his own volume of busi- 
hess by this medium, 
lence that his plan already is 
opied, in the requests of his associ- 
tes for copies of his advertisements 
fter they had seen them displayed at 


DVERTISING 









, district managers’ conference. 
In the current events of the day, 
opics of national, state and local in- 





erest, Mr. Hirsch found a ready back- 
round for the display of his life in- 
urance message. 

He linked each of his advertisements 
vith some such topic, and although in- 
lividual advertisements may have ap- 
ealed more strongly to one class than 
nother simply because that particular 
ackground was more interesting to 
hat particular class, he varied his 














lass in his territory. 

These advertisements were run in 
two daily newspapers and three week- 
ies, over a period of a year. Space used 
aried, but was ordinarily an eighth of a 
age, running up to a quarter page in 
















smaller weeklies, and down to double 
column six inches in the dailies. The 
whole territory where he works was 





His 





thus saturated with his message. 
name became known to everybody. 
Took the Presidential 

Campaign as a Text 










An example of the manner in which 
he seized upon the topic of the hour for 
exploitation of this theme is contained 
in the advertisement which he ran at the 
heat of the last presidential campaign. 

When the spellbinders of both par- 
ties were going to the extremes of dis- 
agreement, it was a bold stroke to an- 
nounce, in heavy black face type, that 
“Republicans and Democrats Agree,” 
wut that is exactly what Mr. Hirsch did. 






nusual Advertising Campaign in 
Country Newspapers Brings In Much 
Business to South Texas District Agent 


type was the statement that the Kansas 
City Life provided such a policy. Above 


| was reprinted a message on life insur- 


but there is evi- | 
being 


ance by President Coolidge. 
Linked Life Insurance 
with Christmas Message 


Mr. Hirsch took advantage of every 


| important holiday to broadcast his life 


insurance message. He conceived a 
plan of linking Christmas with life in- 
surance and approaching the public in 
its generous, gift buying mood. Not a 
very good time to talk to people about 
saving money and preparing for the fu- 
ture, his competitors told him, but Mr. 
Hirsch made a success of it, simply by 


| dramatizing the current Christmas sen- 


backgrounds sufficiently to reach every | 





into impressive little stories of 
What could be more ef- 
than an 


timents 
life insurance. 
fective then, 
headed, “The Little Child that Santa 
Claus Forgot,” and below, to tell just 
why Santa Claus was forgetful and how 
life insurance would jog his memory. 
He followed this with “Peace on Earth,” 
telling how peace comes only where 
there is security and contentment, and 
later, induced by the success of these 
two, ran “The Dawn of Tomorrow,” in 
which the public was reminded that 
Christmas would not always be an occa- 
sion for merriment unless provision 
was made for the future. 


Special Advertisements 
to Reach Church People 


In the columns of his daily newspa- 
pers, Mr. Hirsch noted the increasing 
tendency of the churches to advertise 
their services and this set him to think- 
ing on a method of reaching the church 
people. He ran a series of Sunday ad- 
vertisements, reprinting extracts from 


| sermons of the late Rev. T. DeWitt Tal- 


Listening to the arguments of both | 


parties, Mr. Hirsch discovered there was 
ome common note on which both ham- 
mered with almost passionate persist- 
ence. It was the great desire of a pub- 
lic, harassed by high taxes and economic 
uncertainty, for the greatest possible 
protection to American property and 
American institutions at the lowest pos- 
sible cost. 


Insurance Gave Things 
Both Parties Demanded 


Applying this principle to insurance, 
€tound that it was the chief motive of 
almost every man to whom he had sold 
eee: With these things in mind, 
‘he framing of his campaign advertise- 
ment was a simple matter. He merely 
i forth the fact that insurance gave the 
ing that both parties were demanding 
‘or the people. Here is how he did it: 


“REPUBLICANS AND 

‘ DEMOCRATS AGREE 

On Policy High Protection at a Low 
Tariff” 


This was in big, black letters, com- 


m , 
‘anding attention, and below in smaller 





madge, heading them always with the 
Biblical text, and drawing his life in- 
surance parallel below. Mr. Hirsch ex- 
pected this to bring him life insurance 
applications; he didn’t expect it to bring 


| him a job, 


but it did. The church peo- 


| ple read his advertisements with inter- 


est; then one fine morning a group of 
ministers came to his office. They 
wanted his assistance in preparing copy 
for a campaign to stimulate church at- 
tendance. Mr. Hirsch gave it gladly. 


Gives Service to Cotton 
Farmers of His Section 


Next, he turned his attention to the 


| farmers, who comprised the majority of 


| perience 


that their ex- 
had taught 


felt 
failures 


He 


crop 


his prospects. 
with 


{them the value of insurance generally, 


and his problem was to bring home to 
them the value of a particular kind of 
insurance—life insurance. In that cot- 


| ton raising belt around Corpus Christi 


advertisement | 


| bulletins 


the boll weevil or anyone of a number 
of similar pests can blot out the labor 
of a season in a twinkling. “Insure your 


cotton crop!” Yes, they all believed 
that was a wise thing to do. “Insure 
your life?” was the proposition he 


wanted to get before them. So he de- 
liberately began talking cotton to them, 
in order to get an audience. 

So he ran a series of advertisements, 
headed “Insure Your Cotton Crop,” and 
below reprinted copies of government 
bulletins on the extermination of cotton 
pests. The farmers read these adver- 
tisements eagerly, and just as he had 
foreseen, they read not only the bulle- 
tin but the little life insurance sales talk 
below. Mr. Hirsch kept copies of these 
in his office and on market 
days calls for them from the farmers 
were continuous. 

Striking Series on 
Corpus Christi Port Plan 


The master stroke of all was the ser- 
ies he ran in connection with a project 
now under construction to make Corpus 
Christi a deep water seaport. 

Studying the plans for this port as 
they were published in the newspapers, 
Mr. Hirsch found two salient features 
with which he could make his life insur- 
ance connection. One was the break- 
water to be built in front of the port as 
a buffer against the gulf storms. 

“How will I make that breakwater 
tell my story?” he asked himself. 

And then as he visualized that long 
flat mass of granite out there in the wa- 














HOW A LAWYER WAS REACHED 
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HE success attendant upon the 
presentation of life insurance from 
the prospect’s point of view was 


T 


| recently demonstrated by an agent of 
| the Equitable Life of New York. This 








agent had a prominent lawyer as a pros- 
pect. It was discovered that the lawyer 
received a large income from his prac- 
tice, that his dependents were a wife, 
a son in college and a daughter attend- 
ing a preparatory school and that he 
carried $70,000 of life insurance. 


Worked Out Insurance Plan 


The lawyer was very busy and this 
agent could gc interviews only by 
piece meal. persuaded the lawyer 
to turn over to him the policies repre- 
senting his $70,000 of insurance. These 
were carefully studied and a program 
was worked out which made an appeal 
to the sagacity of the lawyer. The re- 
sult was that the lawyer had confidence 
in the agent because these suggestions 





had been made in the nature of advice 
and the agent seemed to be actuated 
by disinterested motives. 

The argument which convinced the 
lawyer to sign on the dotted line was 
that if he had invested his money in 
perishable property he would have pro- 
tected it by insuring it against fire. This 
led up to the fact that the lawyer’s most 
valuable possession was his own in- 
come producing ability. It was just as 
much perishable property as a home, 
and it ought to be projected into the fu- 
ture. The lawyer at once grasped the 
advantage of leaving an income that 
would not be endangered in consequence 
of any delay in the settlement of his 
estate. 

The final result was that this lawyer 
took a substantial amount of additional 
insurance including a policy to provide 
an income of $200 a month for his 
wife. 


| Surance, 





| ter, holding at bay the raging tides, the 
answer came to him in a flash. Life in- 
he saw, is a breakwater also, 
holding at bay the poverty and the stress 
of life—a buffer against human adver- 
sity. Here is the advertisement he 
wrote about the breakwater: 


THE BREAKWATER 


Out from the shore, the breakwater 
rises six feet above high tide. Be- 
neath the waters of Corpus Christi 
Bay—50 feet in width—this mass of 
granite protects the lives and prop- 
erty of our citizens. Seven hundred 
thousand dollars already has been 
spent in its construction. Another mil- 
lion dollars presently will be added so 
that the breakwater may spread its 
protection along our northern and 
southern boundaries and safely and 
adequately guard 
THE NEW SEAPORT OF COR- 

PUS CHRISTI 

Have you safeguarded the lives of 
those nearest and dearest to you? 
Life insurance should be the granite 
breakwater to safeguard your tamily. 


THE KANSAS CITY LIFE IN- 
SURANCE CO., 
Joseph Hirsch, District Mgr. 


Lighthouse Also Symbol 
of Insurance Service 


«This was followed with:another about 
the lighthouse which was to protect and 
guide the ships bound for this port. Mr. 
Hirsch compared this lighthouse, with 
its warnings flashed out across the dark 
face of the waters and its lights wheel- 
ing inward to outline the winding thread 
of coastline to sailors out at sea, with 
the protection that life insurance gives 
to a man’s family; it occurred to him 
that life insurance, too, flashes out its 
warnings to anxious fathers, embarked 
with their families on the uncertain tide 
of life and that if they will heed these 
warnings the harbor will be reached 
safely. So he sat down and wrote his 
lighthouse advertisement. 

THE LIGHTHOUSE 

Guarding The Entrance To The 
Port of Corpus Christi 
The Beacon Light Will Flash Its 
Warning From the Tower of the 
Light House Guarding the Ship From 
Destruction Marking the Path of 
Safety 





Let Life Insurance Mark Your Path 

to Safety, Protect Your Cargo—The 
Lives Entrusted to Your Care. 

THE KANSAS CITY LIFE 
SURANCE COMPANY 
Joseph Hirsch, Agent. 


IN- 


Does It Pay? Going 
Ahead on Larger Scale 


“You want to know whether all this 
pays,” said Mr. Hirsch, in summarizing 
his campaign,” the best answer I can 
give to that is that I’m going right 
ahead with it on a larger scale than ever. 
Furthermore, as I develop my group of 
14 counties, I hope to have every agent 
under my direction advertising his com- 
pany in his local newspaper. I wouldn't 
advocate that if I didn’t know that it 
pays. But here are some facts that help 
to prove its worth. 

“During the last year I had an un- 
usually large increase in the volume of 























THE NATIONAL UNDERWRITER 





April 24, 19% 














C. W. Brandon, President 


OFFICE 


UNRESTRICTED TERRITORY 
VESTED RENEWALS 
AUTOMATIC PROMOTION 
OVERWRITING ON APPOINTMENTS 


BONUS FOR $50,000 OR $100,000 PER- 
SONAL PRODUCTION 


PERFECTED ENDOWMENTS TO SELL 
THESE ARE SOME OF THE ADVANTAGES 


WE OFFER! 


WE HAVE ENT-ERED CALIFORNIA. 


The Columbus Mutual Lite 


Insurance Company 


580 E. Broad St. 
Columbus, Ohio 


$10,000-°° a Year 


WE ARE PAYING THIS in earned commis- 
sions to men who never made half as much before. 


We can’t write the applications for you but we 
do give our agents unlimited scope to exercise their 
abilities in selling LOW COST INSURANCE for 
a good company. 

WE PAY INCREASED COMMISSIONS for 
increased volume, either personal or written through 
agents, and offer EVERY ENCOURAGEMENT to 
growth and development. 


YOU DEAL DIRECT WITH THE HOME 


D. E. Ball, Vice-President and Secy. 




















THE OLD LINE 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


A Good Western Company 





Up-To-Date Policies 








Good Opportunities in 


Liberal Contracts 


lowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 


lowa 


my business and there is no way that I 
can account for it save by the publicity 
campaign. Many people whom I ap- 
proached during the period of my cam- 
paign told me they had read my adver- 
tisements and I found many of them 
already half sold on the proposition. 
“Friends and acquaintances, too, stop 
me almost every day to tell me they have 
read with interest my advertisements, 
so this is another proof of the wide at- 
tention they attracted. During all this 
time, my advertising bill averaged $100 
a month. One $1,000 policy a month 
will pay for this; out of the returns from 
my increased business I paid this bill 
and I have by far the larger part of 
these returns left to me as a profit. 


Prepares Prospect’s Mind 
for Agent’s Sales Talk 


“Every insurance man knows that in- 
surance is a commodity that must be 
sold by hard solicitation. Prospects 
don’t walk into the office to buy a pol- 
icy the same as they walk into a gro- 
cery store to buy a loaf of bread. Yet 
I wrote four applications in this way 
during the last year. There was no so- 
licitation on my part but in each case 
the applicant told me he had read my 
advertisements and, already having in 
mind the intention of taking out insur- 
ance, came to me. This, of course, 
would be inconsequential were it the 
only result. 

“But it isn’t. The biggest benefit of 
insurance advertising is that it prepares 
the prospect’s mind for the sales talk 
that must follow advertising if the 
greatest benefit is derived from it. Half 
the fight, as I have said, is won, when 
an agent can approach a prospect and 
have him say, as many have said to me: 

“*I know your firm because I have 
read your advertisements and they have 
convinced me that life insurance is a 
good thing.’” 

When they say that, the question is 
not whether they will sign on the dot- 
ted line, but how much. it is best that 
they should sign for. 


LIFE COMPANY PRACTICE 
ON INCOME OPTION FORM 
(CONTINUED FROM PAGE 26) 


be prepared under which one option will 
be used for accomplishing a certain pur- 
pose and upon the happening of a named 
contingency, another option will be used 
for carrying out some other desire of the 
insured. This we freely do when the 
policy is issued or at any subsequent 
time if preferred. We believe that little, 
if any, additional time is required for 
delivering an income policy, though 
without doubt such policies do compli- 
cate to a considerable extent the’ work 
of the agents, 

* * 
Western & Southern Life—The elec- 
tion of the income option is not specifi- 
cally provided in the application itself, 
but can be inserted. No separate blank 
is provided and it would be better for the 
agent to write a letter stating the desire 
of the insured. The income option is in 
all policies and the endorsement fixes 
the option. 

* * 
Union Central Life—No provision is 
made in the application itself for the 
income option, except for the special in- 
come policies. This is cared for by sep- 
arate blanks. A letter from the agent is 
necessary only when involving points 
not taken care of in the form. Our 
practice is to issue the income option 
simultaneously with the policy and no 
delay is incurred in the delivery of the 
policy. 


* * * 


= ——— 
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is granted on request of the insureg Xs 
provision is made in the applicatiog ; 
self for this option. No special pig 
is provided. The agent is not renin 
to write a letter unless he makes th 
request in place of the insured. ]j th 
agent has advised that the insured way 
a special income option, we will so » 
dorse the policy and send it to the agen 
to deliver upon the signature of the i, 
sured to the written request. The Signed 
request is then returned for our fix 
There is no delay if the simple optiog 
provided in the policy are chosen, wis, 
out modification. 

* - 


Lincoln National Life—Page 4 of ea 
policy issued by us contains a descry 
tion of the table which contains thre 
optional settlement provisions. A spat 
is provided in the application for 
election of one of these three options 
separate request is not necessary unles 
subsequent to the issue of the polic 
It is not necessary for the agent » 
write a letter. The income option j 
issued by endorsement, a space beiy 
provided on page 4 of the policy for ths 
purpose. It is not necessary that; 
policy be delivered and then be returne 
to the company with a request for py 
ment, in accordance with the option 
provision. Our present method dos 
not delay the delivery of the policy ; 
the insured in the least, neither does 
complicate the job of the agent. Tk 
applicant simply makes his reauest « 
the application and re-endorses on tk 
policy. This practice, of course, onl 
refers to the regular optional provisic 
settlement. We have many requests for 
installment settlements to provide for th 
education of children or for busines 
purposes and this requires the special 
endorsement which is attached to th 
policy and a copy forwarded for th 
signature of the applicant. Our op 
tional settlements may be elected at any 
time, either when the application is made 
or on any subsequent date, and if the 
policy becomes payable by reason o 
the death of the insured, and there has 
been no election, the beneficiary ma 
elect to have the proceeds payable in 
any number of installments. 

. ea 

Aetna Life—There is a provision in 
the application for the election of at 
income or settlement option. A sep 
arate blank is required only in compl 
cated cases and it is not necessary tor 
the agent to write a letter. The income 
option is issued by endorsement ané 
there is no delay in the delivery. Ther, 
of course, if it is complicated, it takes 
more time in the issue division at the 


home office. 
6 2 


Central States Life—The income 0 
tion is provided in the application itsell, 
unless it is too long and complicated, 
when we have his desires set forth in 
letter and from this prepare request lof 
his signature before issuing the policy 
or for signature at time of delivery. 





MORE THAN 50% 


of the business written by some of ouf 
larger agencies is a direct result of the 
Fidelity lead service. Our agents interview 
interested prospects—people who have writ: 
ten the Head Office for information. 
Fidelity is a low-net-cost company oper 
ating in 40 states. Full level net premum 
reserve basis. Over Quarter of a Billion ™ 
force. Faithfully serving insurers since 18/6. 


F UAL LIFE 
ae 
Walter LeMar Talbot, President 





Royal Union Life—The income option 
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A few agencyjopenings for the right|mer 
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LIFE, HEALTH. ACCIDENT” 


SAFE AS A GOVERNMENT BOND 


STATE LIFE 


MONTHLY INCOME INSURANCE ; 
AGENCY CONTRACT Suiluddanee 








Opesings Ohio, Ind, Ky., Mich, W. Va, Tex, Otte, Pa. and Calif. Write Columbus 
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